mu 
mm 


) 


|LQUULULONVRLVLATUL 
rt tA 


{VOULVOOLAEOUEHOULAY 


i] 





























HE old idea of Christmas hinged on the giving 

rather than the gift. It bred the gorgeous but use- 

less type of present, the only value of which was in 
the sentiment it represented. 


Gradually, however, the old order of thought has 
passed. People have learned to regard useless articles as 
examples of waste. They have learned that utility 
and lasting quality in the gift add to the sentiment which 
urged the giving. 

With the change in public viewpoint has come oppor- 
tunity to the merchant who deals in useful wares; oppor- 
tunity to save, to serve and to inject into the useful, 
everyday articles of life the spirit of Christmas. 
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EOPLE frequently walk into 
29 your store, wanting to see 

something you have on display 
in the window. They are, perhaps, 
unable to describe the article ex- 
actly because of the similarity of 
various items, and they often have 
to go outside and look at the dis- 
play again in order to make sure. 

Any delay or confusion due to 
this situation is undesirable and 
is easily avoidable. Just place 
a plain number card on each dis- 
played item, making sure that there 
are no duplicates unless there are 
duplicates of items. In the corner 
of the window put a card with the 
following inscription: “In asking 
to see these goods in the store, just 
mention the number.” 

The store employees should know 
what is shown in the windows and 
if the goods are not duplicated in- 
side the store there should be no 
hesitation about taking items out 
of the window display on request. 
Unless the window stock is dupli- 
cated inside the store, the display 
should be left open at the back so 
that it will be easy to get at the 
goods shown there. And there 
should be no intimation by word or 
manner, in waiting on the custom- 
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Holiday Sales Producers 


By Frank gf 


er, that it is any trouble to get 
goods from the window display. 


Gifts for Boys 


HE hardware store is about the 

best place to buy Christmas 
presents for boys and the public 
should be made to realize the fact. 
A woman going out shopping for 
Christmas presents in general, just 
looking to see what is to be had for 
the various members of her family, 
usually thinks of the hardware store 
last of all. Women usually turn to 
department and other stores for 
their investigations. Why not ad- 
vertise that the hardware store is 
the ideal place for gifts for boys? 
Head your newspaper advertise- 
ments: “Headquarters for Boys’ 
Christmas,” “We Specialize in Gifts 
for Boys,” “Boys Like Hardware 
Store Presents,” “You Can Get 
Boys’ Presents Here,” “Presents 
the Boys Like Best.” 

Such advertising may then men- 
tion the long list of things you see 
that are adapted to Christmas use 
for boys. If you sell toys and sport- 
ing goods, certainly no store is as 
well equipped as yours to supply 
the boys’ needs at this time. 

Make up window displays early, 


showing the things that boys will 
want and use these windows to in- 
terest the boys so they will go home 
and tell their parents that they can 
get the things they want at your 
store. Suggest this to the boys with 
the following window card: “Pick 
Your Christmas Presents and Tell 
Your Parents We Have Them.” 


Change the Windows Frequently 


OME hardware dealers who 
make a practice of changing 
their window displays regularly 
once a week seem to think that at 
the holiday time this is not neces- 
sary. They get up a wonderful dis- 
play about the first of December 
and let it stand until after Christ- 
mas. They spend so much time on 
the display that they hate to take 
it down. 

This is just the time when dis- 
plays should be changed frequently, 
especially in the small towns where 
the same people pass the store day 
after day. Change the display 
twice a week instead of once a 
week. Get just as much variety of 
stock before the people as possible. 
Give them something different to 
look at every time they pass and 
they will get more holiday sugges- 
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tions from your windows than from 
any others. If you want to make 
up an elaborate background you can 
leave that in place, but change the 
stock and make the change obvious 
enough so that passersby will note 
the change and stop to look. 

This is a time when people are 
going about looking into the win- 
dows for suggestions for suitable 
gifts. See that your displays offer 
them as many suggestions as pos- 
sible, and see that they offer a dif- 
ferent line of suggestions so as to 
increase the appeal. The principle 
of successful window display dur- 
ing December is a little different 
from that at other times, when it is 
better to concentrate the display 
upon one line or one feature. Offer 
the holiday shoppers variety. Make 
as variegated an appeal as possible. 


Give It a Christmas Look 


HE hardware store is unlike 

some other stores, in that it is 
frequently regarded as an unattrac- 
tive appearance for women shop- 
pers. There is little about a typical 
hardware interior to induce the 
Christmas spirit. This makes it de- 
sirable that the store interior be 
decorated with evergreens, holly, 
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streamers and whatever may be 
suitably and safely used—safely be- 
cause it is possible to increase the 
fire hazard by careless use of deco- 
rations. 

The windows should convey the 
holiday spirit and the exterior of 
the store may be advantageously 
trimmed with evergreens. 

The more of the Christmas look 
you give your store as seen from 
outside, the more likely people are 
to consider it as a place to look 
for holiday goods, and the more 
people will drop in just to see 
what you have to offer. When a 
little extra effort is made the peo- 
ple who come, come because they 
contemplate buying something you 
have to sell. You don’t draw in the 
ones who are in the market for 
something, but those who don’t 
know just what they want. 


Christmas Headlines and Card Lines 


HE following suggestions are for 
catchy lines to use on window 
and inside store cards and in the 
newspaper advertisements. Put 
them wherever they will fit in the 
best. 
“These 
work.” 


mechanical toys’ will 











“The boys’ Christmas store.” 

“We pack, ship and deliver any- 
where for Christmas.” 

“What boys like—Mr. Greene will 
tell you.” 

“Why not unbreakable toys?” 

“Give the boy a merchandise or- 
der on us if you would please him.” 

“Get your wife an extra present 
of aluminum ware.” 

“It may be sold by tomorrow. Buy 
it now!” 

“Tools for the boys teach them 
to work.” 

“Sure, we'll exchange the dupli- 
cate gift from our store.” 

“You can suit the whole family 
right here.” 

“Winter sport things make ideal 
gifts for youngsters.” 

“Pick it out. We’ll 
Christmas Eve.” 

“We’ll sell you anything right out 
of the window.” 

“Do you know a boy who has no 
skates?” 

“You see only part of our stock 
in the windows.” 

“What does your wife need for 
the house?” 

“Practical and _ useful 
Headquarters for them.” 


deliver it 


gifts? 
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HE window display of the Warren County Hardware 

Co. of Bowling Green, Ky., which is shown at the top 
of the page, did double duty. W. H. Lowe, who trimmed it, 
used the same background for a Thanksgiving display 
but injected the Christmas atmosphere by using the tree, 
stockings and gifts. The window at the foot of the page 
featured electrical merchandise and other useful gifts for 
the Hightstown Hardware Co., Hightstown, N. J., and 
took first place in the local Board of Trade window dis- 
play contest. 
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“ and this 
is the store of 
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LASS baking ware has a particular significance dur- 

ing the Yuletide season, so the Nicholas Hardware Co. 
of Oak Park, Ill., featured it in the window display shown 
above. Many attractive items of glass table ware are 
also shown. The Vonnegut Hardware Co., Indianapolis, 
Ind., whose window is shown below, also featured cooking 
utensils, both glass and aluminum. Electrical merchan- 
dise, skates and sleds and a wide variety of tools are also 
shown. This display was decidedly general in nature and 
for that reason appealed to many passersby. 
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Cen Duletive Selling Hdeas 


BIG Christmas opening was 

held Dec. 1 by the Barrett 
Hardware Co., Joliet, Ill., with all 
the Christmas displays in place and 
several manufacturers’ representa- 
tives on hand to help handle the 
crowd. Between two and three 
thousand people visited the store 
on that day. Carnations and other 

souvenirs were given away. 

The plans were worked out two months ago and 
the Christmas opening follows out the special sales 
policy adopted by this firm. Each year there is a 
spring opening and last year an exposition was held 
for garage owners. The regular anniversary open- 
ings also find their places in the schedule. 


ee BELIEVE the best stunt we 

ever used was putting in a 
big toy window and leaving a small 
space for a table and a demonstrator 
in the window to demonstrate all 
kinds of mechanical toys.”—S. J. 
House, president, House-Bond Hard- 
ware Co., Memphis, Tenn. 


Di,” DANIELSON, St. Fran- 
cis, Kan., who is known to 
hardware and implement dealers as 
the man who does a big business in 
a small town, has something unique 
UR nya for his customers this year. Mr. 
Oe: sis Danielson says: “We have always 
Oe po enjoyed a fine holiday trade, even 
when times were hard. About De- 

cember 10, we clear the front of the store of all other 
goods that are movable and put in special tables and 
racks to take care of toys and other special holiday 
goods. The entire force takes part in this work and 
we try to make it appear that we have all turned 
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Santa Claus for two weeks. We decorate the front 
of the store and let the children play with the toys 
and wheel goods. We find they do not hurt them to 
amount to anything. 

“The big idea is to create the impression that we 
all enjoy the approaching holidays and have forgotten 
money-making for a period. We advertise freely in 
the local paper and always mail out circulars. 

“Our holiday business has always been profitable, 
although we have sold on close margins in order to 
draw people to us for the advertising value. We be- 
lieve that success depends upon how you can get folks 
to feel that you are not in it so much for the money 
as the pleasure you get from it.” 


HE T. B. Rayl Co., Detroit, 

Mich., writes: “We use special 
windows in which we display me- 
chanical toys. We endeavor to have 
as much action in the windows as 
possible. We believe that all the 
stimulation business needs this year 
is plenty of newspaper advertising 
followed by real service.” 


OHR-JONES HARDWARE CO., 

Racine, Wis., decorates its store 

attractively for Christmas. Old auto- 

mobile tires are used to advantage. 

Red and green crepe paper or fiber 

ropé is wound around the casing and 

sometimes silver and gold tinsel is in- 

tertwined in the process. This makes 

a huge wreath which is finished off 

with a big double bow knot of red silk ribbon, a sprig 

or two of holly is added, and in some cases Christmas 

bells are hung inside. A few of these around the 

store give a bright holiday atmosphere. They also 

make excellent background decorations for the win- 
dows when suspended by two wide red silk ribbons. 
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wiftom Pine Different States 


A a OHNSON-CLOYES HARD- 
( mn WARE CO., Newport, Ark., an- 
) nounces the arrival of Santa Claus 


through its advertisements in local 
“Ant! Ors papers. The train time is given 
aa and Santa Claus descends with a 
net pack of toys and a present for 
* bah every boy and girl who comes to 
the train to welcome him to New- 
port. He makes a straight line for 
the Johnson-Cloyes hardware store and the youngsters 
all follow him. In this way they have an opportunity 
of inspecting the large line of toys and gifts on dis- 
play at the store. 
This plan has worked several times and, according 
to T. M. Johnson, it is a paying proposition. 





66 E always have a large 
Christmas tree com- 
pletely trimmed. This tree usually 
stands right at the front of the store 
and gives the idea of Christmas to 
all those who enter or pass,” says the 
= — 5 Raymer Hardware Co., St. Paul, 
r Minn. This firm started advertising 
Nov. 15 and will continue until 
Christmas Day. The store is profusely decorated and 
stock is moved so the holiday merchandise can have 
the center of display. 











D. HEALEY, well-known hard- 

ware man and association offi- 
cial, Dubuque, Iowa, says: “Dress 
up the store with a Christmas 
spirit as the department stores and 
the 5 and 10 cent stores do. Dis- 
play the goods on tables in front 
where they can be seen.” 
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BOAT OADAAY. 








BOUT Dec. 10 the Hokah Hard- 
ta | Wess ware Co., Hokah, Minn., takes 


Jl XTi Sa, ©«(Out all the goods in the center of the 
‘sae >" main sales room and puts in special 
(es i= 

\ 


Ar ‘.“\ tables with elevated shelves. A canopy 

‘iis built over the table to give it a dis- 

AT i WJ play booth effect at both sides and 

both ends. Christmas crepe paper 

trimming and electric lights are used liberally. Break- 

able toys are put up a little out of the reach of the 

youngsters, others are placed low enough so they can 
handle them. 


> \Earhta @ ANTA CLAUS goes on the pay- 
Q)/2 0 oi roll of the Faut Hardware Co., 
ih / 


Jf Brookfield, Mo., two weeks hefore 
/ Christmas. Displays and decora- 
tions were all put in place by Nov. 
20. Right after Thanksgiving, 4000 
circulars were mailed out. These 
circulars or pamphlets are eight-page booklets full of 
Christmas suggestions. The printing is done on good 
grade book paper. 

The first page is addressed to youngsters. They are 
asked to write letters to Santa Claus in care of the 
Faut store. Here are the instructions: “Write a 
letter to Santa Claus. He will be sure to answer it. 
But be sure to print your name and address very 
plainly at the bottom of your letter. To be sure that 
Santa Claus gets the address right, maybe you had 
better give your father’s name also. Santa Claus will 
have a mail box at our store and we will see that he 
gets all mail addressed to him in our care. . 
SANTA CLAUS, in care of FAUT’S, Brookfield, Mo.”’ 

F. F. Faut says: “We answer all of these letters. 
This is done on the multigraph. But the letter will 
not be a formal cut and dried affair, but rather a little 
personal message from Santa Claus, speaking of his 
difficulties with the reindeer when it comes time for 
him to leave them at home and crank up his airplane, 
instead of using the sleigh.” 
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Plated Silverware— 
a Christmas Line de Luxe 


(THE Christmas season is the 
Up silverware season. You'll find 

mighty few families through- 
out the land that do not purchase at 
least one gift made of the white metal 
for the holiday season. And it can 
be safely said that few families have 


a touch of refinement and distinction 
to the store. Such being the case do 
not hide its light in the back of the 
store but give it a fair chance. Fea- 
ture it up in front where it will 
catch the eyes of the customers as 
they enter the store and then watch 


harmonize with the knives and forks. 

This may be easily avoided if you 
will only keep a record of all pur- 
chases of silver flatware. When a 
customer purchases a dozen tea- 
spoons be sure and get the name of 
the purchaser, the name of the per- 


The T. McClelland Hardware Co. of Jackson, Miss., realizes the holiday value of plated silverware as may 


be seen by this display. 


all the silverware they need. Addi- 
tional knives, forks and spoons are 
always needed, particularly at the 
Christmas season, and there is al- 
ways a place in any home for an at- 
tractive piece of plated hollow ware. 

A line in order to sell must first be 
seen, and unless you feature silver- 
ware prominently you will not be 
making the most of the opportunities 
silver affords you for making addi- 
tional profits. . As we have said be- 
fore it is a line de luxe, and it adds 


for results. Don’t worry about the 
results for the silver will practically 
sell itself at this season if you only 
give it half a chance. 

Very often a person or family 
will receive gifts of plated flatware 
which are not at all uniform with 
respect to design. Each gift in itself 
may be beautiful but when the table 
is set the general effect is bad. There 
will be half a dozen forks of one 
design, knives of another pattern 
and a set of spoons which fails to 


China and glassware are also accorded a prominent place in this window 


son for whom the gift is intended, 
together with the pattern of the 
spoons in question. Keep a perma- 
nent record either on cards or in a 
book. Then when other customers 
drop in to purchase silver ask them 
for whom it is intended. If they 
have the same recipient in mind 
what can be easier than to tell about 
the former purchase and suggest 
that these other articles of silver be 
of the same pattern, in order that 
harmony of design may be obtained. 
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Fr OYS and sporting goods are by 
virtue of their very nature as- 
sociated with each other. Toys 

are the playthings of babyhood and 
childhood, while sporting goods are 
the playthings of youth and man- 
hood. Catch the child when young 
and train him in the way he should 
go by having him use your toys, and 
when he grows older he will come to 
you for his sporting goods. It’s 
merely a case of intensive cultiva- 
tion. 

Santa Claus is the patron saint of 

the kiddies and the hardware dealer 
cannot emphasize the Santa Claus 
angle too much. Visit the depart- 
ment stores in the cities and you'll 
always notice that the ones the chil- 
dren flock to are always the ones that 
have a real, live Santa Claus in the 
toy department. Why not feature a 
real Santa Claus in the hardware 
store? Perhaps one of your clerks 
would assume the role for you or if 
that is out of the question it 
should be an easy matter to 
hire someone to do it for you: 
If it is impossible to get a 
live Santa Claus the next best 
thing is to get a figure of one 
in your windows. It will make 
the children stop and look and 
it will eventually make their 
parents visit your store to buy 
the gifts suggested by the 
little ones. 

Once you get the children in 
the store the rest should be 
easy. A number of hardware 
stores have made it a point to 
have a clear space in which 
the children may try out 
juvenile vehicles of all kinds. 
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Cops and 
Sporting 
Goods 
for the 
Christmas 
Stocking 


If possible have an electric train set 
up and in motion. Have someone on 
hand to demonstrate the various me- 
chanical toys to the satisfaction of 
both children and parents. Many a 
mechanical toy is not purchased be- 
cause parents do not understand how 
it is operated. 

And while we are on the subject 
of toys, here is a thought worth try- 
ing: Fasten a mail box in front of 
your store and label it “For Santa 
Claus.” Then tell the little tots to 
write letters to Santa telling him 
what they want and then have them 
drop them in the box. It will 
arouse interest on the part of the 
children and will give you a pretty 
accurate list to use in soliciting their 
parents for toys for the little ones. 

Remember the fact that when a 
child graduates from the age of toys 
he invariably turns his attention in 
the direction of sporting goods. 
With this thought in mind it would 

be well to have’ your toy and 
sporting goods departments 
near to each other so that one 
will help the other. 

Selling sporting goods dur- 
ing the Christmas season is in 
a way a different proposition 
from any other season of the 
year. During spring, suim- 
mer and autumn there is al- 
ways an opportunity to sell to 
clubs, schools and organiza- 
tions. Christmas, however, 
presents an entirely different 
angle. Sporting goods pur- 
chased at this time of the year 
are for gift purposes and are 
for individuals not organiza- 
tions. Play up the individual 
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Everything in the line of toys from rubber dolls for the babies to velocipedes for the growing boys can be found in this 
display of the Morehouse & Wells Co., Decatur, Ill. 


notes of comfort and service in your 
advertising and displays. Stress 
quality not price for the Yuletide 
season is the season of the year when 
the purse strings are untied. 

As a suggestion, why not get the 
names of the students attending the 
local schools with a view to suggest- 


ing gifts for them to the members 
of their families. In the case of 
local athletes it should be an easy 
matter to work the parents into a 
buying mood when their children are 
local athletic celebrities. It might 
also be well to try the same plan with 
local golf clubs, gun clubs, etc. 


And bear in mind one thing. AlI- 
though skates, skiis and other win- 
ter equipment will be in demand by 
virtue of the season, you can sell 
golf clubs, fishing rods and other un- 
seasonal articles if you only take the 
trouble to sound out your prospective 
customers. 
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When Luther Harbin of the Gadsden Hardware Co., Gadsden, Ala., trims a window he usually gets results. 
of sporting goods registered another sales bullseye for the store 
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For the Family 


and the Car 


F recent years the automobile acces- 
@© sory field has come prominently to 
the front as a source of Christmas 
gifts, and the general use of the automobile 
during the winter months now makes it 
possible for the entire family to exchange 
presents that can increase the pleasure and 
comfort of winter motoring. With auto- 
mobile accessories, as with other practical 
gifts, the Christmas appeal is directly pro- 
portionate to the manner in which they 
are brought to the attention of prospects. 
In the first place, suitable advertising and 
circularizing is essential, but in order to 
concentrate your fire where it will be the 
most effective, a list of automobile owners 
and drivers should first be obtained from 
the proper county or state officials. Every 
name on this list represents a_ possible 
buyer, and the proportion of hits resulting 
from your broadside will be increased. 


Rearrange your accessory department, so 
as to get away as much as possible from 
its usual every day appearance. Use the 
Christmas poster and display cards sup- 
plied by the manufacturers—they have 
given much thought and effort to the crea- 
tion of advertising with a definite appeal. 
Use plenty of red ribbon and holly. Pre- 
pare to wrap up your packages in a neat 
Christmassy manner—use Christmas labels, 
and instead of string, use appropriately dec- 
orated tape. Put a table containing some of 
your best items near the entrance. Do not 
underestimate the importance of sugges- 
tion. This stunt has been worked success- 
fully time and time again. Place some suit- 
able item on a piece of paper on your coun- 
ter, as though you had been about to wrap 
it for delivery. Have a Christmas name 
card attached, and a sales receipt lying near. 
When a prospective customer sees this, he 
says to himself: “Ah, somebody is giving a 
dashboard clock as a Christmas present 
That’s a good idea; I’ll try that myself.” 


If you have the room, why not put a 
Christmas tree in your window, attractively 
decorated and covered with those items 
which you think are the most suitable as 
gifts. Put larger items, which are too 
heavy to actually place on the tree, around 
the base and have them hooked up with the 
others by means of colored streamers. If 
you can get a Santa Claus into the scene so 
much the better. Do not forget to use a 
decorated card, entitled “Christmas Gift 
Suggestions” or some similar title, on which 
suitable items are listed. Automobile tires 
covered with holly make splendid wreaths 
which can be introduced into the window 
advantageously. 
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Remember There's a Follow-Ap 
With Every Sale of Christmas Tools 


‘OOLS are becoming more and 
more popular as Christmas 
gifts. If your own sales records 
do not prove this, the fact that tool 
manufacturers are using special holly 
boxes and cartons to a larger extent 
than ever before demonstrates that 
there is, at least, a broader recogni- 
tion of the value and the potential 


Tools appeal to both man and boy and it’s a mighty good line to feature during the pre-Christmas season. 


selling are intended as presents for 
a man or a boy, for a mechanic or 
a carpenter or for a person who uses 
tools only occasionally. If you know 
for whom a tool is intended you are 
in a position to sell it more intelli- 
gently, and the person for whom it 
is being bought will probably get 
more satisfaction from it. 








use it for a follow-up on tools when 
the holiday season is over and for- 
gotten. 


Keep tne Goods Clean 


Another aspect about holiday busi- 
ness that the increase in the number 
of women customers has introduced 
is the importance to the dealer of 





This illus- 


tration shows the way in which the Vonnegut Hardware Co., Indianapolis, Ind., did it 


sales possibilities of tools during the 
holiday period. 
One of the reasons advanced for 


this by some authorities is that 
women are doing a larger amount of 
their Christmas shopping in hard- 
ware stores. This is specially true 
in the agricultural sections of the 
country. 


Find Out Who It’s For 


We suggest, therefore, that when 
you sell a tool this year during the 
holiday buying period that you find 
out whenever possible who it is in- 
tended for, that is, learn as tactfully 
as possible whether the tools you are 


Furthermore, if you know, for in- 
stance, that certain tools are being 
purchased for a boy, the knowledge 
will enable you to suggest a tool 
chest as a more practical and lasting 
gift. As another example, if the cus- 
tomer you happen to be waiting on 
wants an appropriate tool for an ex- 
pert mechanic your knowledge that 
the tool is intended for a mechanic 
may enable you to sell a set of pre- 
cision tools. If you do not know that 
the purchase is for a mechanic, you 
may sell a tool of little or no value to 
the mechanic and of comparatively 
small profit to you. Keep a list of 
those who buy Christmas tools, and 


having clean and attractively dis- 
played merchandise, holly boxes to 
wrap it in and holiday tags to lend 
distinction to the package and to help 
advertise the store. 

If it is possible for you to do so, 
we suggest that you offer to wrap 
packages for your customers so they 
will not have to rewrap them in or- 
der to make them suitable as Christ- 
mas presents. Of course, there will 
be a number of customers who won't 
appreciate this service, but there 
will be many who would regard it as 
an unusual courtesy if you inquired 
if they would like to have this done 
for them. 
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Xmas Dollars 


nie HE radio department may al- 
ways be depended upon to af- 
ford the hardware retailer a 
real profit during the Christmas sea- 
son. During the winter months, 
when the radio craze is at its height 
—when every normal boy is think- 
ing and talking radio with an en- 
thusiasm equalled only by that of his 
father and adult brother, this depart- 
ment will more than repay the com- 
paratively small effort necessary to 
give it the necessary Christmas at- 
mosphere. 
In preparing the Christmas radio 
circulars, make use of your general 
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lists of prospects, together with a 
special list of amateurs, which may 
be obtained from any amateur call 
book or from the Department of 
Printing, Washington, for 15 cents. 
The circulars might carry a picture 
of Santa Claus broadcasting a list 
of radio items suitable for gifts. It 
could also point out that it would be 
hard to imagine, for example, a more 
acceptable gift than a completely as- 
sembled or unassembled radio re- 
ceiving set, including all auxiliaries. 

Be sure and give the department a 
Christmassy ‘atmosphere, and ar- 
range some of the best items where 
there is no possibility of their being 
overlooked. Keep a loud speaker, the 
best you have in stock, in operation, 
as this is a splendid advertisement 
when the quality of the reproduction 
is good. Why not try putting a loud 
speaker over the door and connect it 
through two or three stages of ampli- 
fication to a microphone in the rear 
of the store, where an announcer 
could make good use of the. silent 
periods by drawing attention to the 
desirability of radio apparatus as 
Christmas gifts. An even more ef- 
fective way of working this would 
be to have someone dressed at Santa 


Claus in the window who would talk 
by this means to the crowds outside. 
His talk would be greatly strength- 
ened by using a Christmas tree from 
which the various items were sus- 
pended and which could be pointed 
out or demonstrated. 
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'HIS window shows the way in which Christmas containers may be used to advan- 

tage in window displays. Electrical merchandise is shown and the holly-covered 
boxes are scattered throughout the window emphasizing the Christmas effect. It’s a 
good idea to show the container as well as the merchandise. General displays of holi- 
day goods always serve to attract the eye and that’s just what the display shown at 
the bottom of the page did for the Bunting Hardware Co. of Kansas City, Mo. This 
window featured silverware, cooking utensils, cutlery, glassware, electrical appliances 
and a host of other items of a novelty nature. No matter who looked at this window— 
man, woman or child—there was something there to interest them. 
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"TOOL chests have a universal appeal for boys at this season, and they certainly 

bring the holiday profits to the hardware store. That’s why the Morehouse & Wells 
Co. of Decatur, IIll., played them up in this Christmas window. Down at the bottom 
of this page is another holiday window of the same firm, this time featuring a wide 
range of electrical merchandise. They are both winners. 
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HIS Santa Claus figure may be 
made for less than $1 investment 
and a nearby shoe store will 
loan you the arctics needed. The di- 
rections and diagrams give you com- 
plete details which the author has 
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Santa 


for 


Claus 


$1.00 


By E. L. FOX 


Wehrle Hardware Co., 
East Cleveland, Ohio 


ened at will to create the semblance 
of the human form. 

When this is done cover the frame 
with cardboard, making it conform 








used for several years in making 
these figures for his holiday window 
trims. 

Assembling the Frame 


In making the frame, first nail the 
legs on the inside of the hoop at a 
point 30 in. from the bottom end of 
the legs which are made from the 1 
in. square pine sticks 36 in. long. 
This allows 5 in. of the legs to extend 
above the hoop which is about 1 in. 
wide. The yardsticks (or similar 
pieces) are then nailed to the inside 
of the legs. The shoulder piece, 
which is the 1 in. square piece 14 in. 
long is nailed to the upper end of the 
yardsticks. The sticks are on the 
outside and the nails may be driven 
in at the sides. Fasten the head 
frame by making a wire loop, 10 in. 
high and 6 in. wide at the widest 
point. This wire frame may be 
secured to the shoulder with four 
staples. A piece of wire strung 
across the yardsticks may be tight- 


MATERIAL FOR THE FRAME— 

2 pine sticks, 1 in. square, 36 
in. long 

1 wood hoop, 14 in. in diameter 

2 yard sticks or similar wood 
strips 

1 pine stick, 1 in. square, 14 
in. long 

1 piece of No. 12 gage wire 

Wire staples and tacks. 


FOR THE COSTUME— 
1 pair of arctics 
1 red stocking cap 
1 Santa Claus false face 
White crépe paper 
Green crépe paper 
Red crépe paper 
Tissue paper for stuffing 
1 pair of gloves (furnace gloves 
will do.) 








to the frame and fashion it to re- 

semble a dressmaker’s body form. 
Use a suit of pajamas 42 chest 

size for a pattern, red crépe paper 


laid out, cut and pasted according 
to the pattern provides the material 
for the suit. All seams must be 
pasted. Place the trousers on the 
frame first and press the paper onto 
the hoop with thumb tacks. Make 
the leggings with cardboard. They 
should be 14 in. long and 3 in. wide 
at the bottom and 5 in. wide at top. 
Cover the cardboard with black crépe 
paper and trim with a 2 in. strip of 
white crépe paper. Ruffle the edges of 
this trim strip with the thumb and 
forefinger and then tack the leggings 
to the legs and blouse out the trous- 
ers at the top of the leggings. 

The next step is to place the coat 
on the frame and paste down the 
front of it. Trim the bottom of the 
coat with a 3 in. strip of white crépe 
paper and make a belt with 4 in. 
strip of the same kind of paper. 
Narrow strips of green crépe paper 
make suitable belt stays and a 4 in. 
buckle may be cut from cardboard 
and covered with green crépe paper. 
Round buttons may also be cut from 
cardboard and should measure 114 
in. in diameter. These may be cov- 
ered with white crépe paper, and 
pasted to the coat. 
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Stuff the sleeves and 
gloves with tissue paper 
and trim the cuffs with 
white crépe paper. The 
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stuffed gloves are then 
pinned to the sleeves. 
Place a stuffed paper or 
cloth bag over the wire 
headframe. Tissue 
paper stuffing may then 
be fashioned to re- 
semble the shape of a 
head. When this is done 
wire the bag to the frame and cover 
it with the red stocking cap and Santa 
Claus false face. Place the feet in a 


Varied and Beautiful Designs 
Possible with This Slicer 


The Handy Fruit and Vegetable 
Slicer, No. 6-S, made by the Handy 
Things Mfg. Co., Ludington, Mich., has 
a number of unique features which 
should recommend it to the housewife. 





It slices all kinds of fruits and vege- 
tables in various beautiful and attrac- 
tive designs, without waste. Its prod- 
uct is uniform, and inasmuch as the sur- 
faces are fluted the slices do not stick 
together, but remain separate and. dis- 
tinct and cook evenly and quickly. The 
slicer is very simply and strongly made. 


Complete Meal May Be Prepared 
on Electric Cooking Unit 


The Rimco Utility Unit, made by 
the Rock Island Mfg. Co., Rock Island, 


Ill., is an efficiént cooking unit designed 
to enable the housewife to completely 


Plug Inserted 
110 Volt Current 


te) 


* Cleat Receptacle 
with 25 Watt 
Carbon Lamp 


Showing the apparatus used in illuminating the eyes of the 


Santa Claus 


pair of arctics when you stand the 
figure in the window. These arctics 
may be stuffed with black paper. 


prepare breakfast or other light meal 
without the necessity of leaving the 
table. The Utility Unit combines an 
electric stove, waffle iron, a Twister 
Toaster, which works with a ball-and- 
socket joint like the waffle iron, an alu- 
minum griddle and a cast iron alu- 
minum tray. The Unit is of a very con- 
venient size, is efficient in operation, 
durable in construction and pre- 

sents a handsome appearance. 

Each piece is supplied in a sep- 

arate carton for added conven- 

ience, as each may be purchased 
separately where desired. Each 

outfit is guaranteed by the man- 
ufacturer and is tested before 
leaving the factory in order to 

guard against the possibility of 

a. defect in workmanship. 


Adjustable Milking Tube Takes 
the Place of Six 


The “Wallbros” Adjustable Milking 
Tube, made by Walling Bros., Inc., 
Springville, N. Y., has a number of in- 
genius features which should be recom- 
mended to farmers and veterinarians. 
The new tube is fully adjustable to 
meet every requirement of the farmer 
and veterinarian without the necessity 
of carrying five or six separate tubes 
of different lengths in both the self- 
retaining and plain types. The adjust- 
able feature is provided by means of a 
simple sliding sleeve carrying the stop 
and the self-retaining device as shown 
in the accompanying illustration where 
the different combinations are indi- 
cated. By moving the sleeve up and 
down on the tube, the adjust- 
ment for length is secured. And 
by reversing the sleeve, the tube 
is made either plain or self- 
retaining, as conditions de- 
mand. Walling Brothers are 
now obtaining patents on this 
improved design. The tube and 
sleeve are of brass, heavily nick- 
eled so that there is no possibil- 
ity of rust or corrosion. 


Congoleum Co. Bulletin 


For the purpose of posting retailers 
on seasonable sales opportunities, the 
Congoleum Co., Philadeiphia, has is- 
sued a bulletin emphasizing the advan- 
tages of featuring the Gold-Seal Con- 
goleum Art-Rug as practical Christ- 
mas gifts to the housewife. 
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Illuminating the eyes 
will add to the genera] 
effect and if you will 
look at the chart you 
will see how it may be 
done. Two regular 
Christmas tree bulbs 
are used for the eyes. 
These are standard type 
10 volt lamps. The 
proper current is ob- 
tained by burning these 
small lamps through a 
25-watt carbon lamp which reduces 
the 110 volt current to the desired 10 
volts. 


Walworth Stillson Wrench in 
Xmas Dress 


In order to assist hardware retailers 
in the sale of Walworth Stillson 
Wrenches during Christmas holidays, 
the Walworth Mfg. Co., Boston, Mass., 
is now supplying them in a special 


Christmas jacket over the regular 
package, an ingenious feature of which 
is the fact that it may be removed 
after the Christmas season. The indi- 
vidual packages are supplied in the 
attractive display carton and panel 
shown in the accompanying illustra- 
tion. The Christmas decorations on 
the carton, like the Christmas jacket 
on the individual packages, may re- 
moved in a moment in the event of any 
wrenches remaining unsold. Besides 


the household, or ten-inch size, in gift 
boxes, the Walworth Stillson Wrenches 
are supplied in all sizes from six to 
forty-eight inches. The carton is In 
color and should make a striking and 
effective display for both window and 
counter. 
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The oval shows how the Robin- 
son’ Hardware Co., Gilroy, Cal., 
displays vacuum cleaners 
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Wacuum Cleaners and Washing Machines 


Deserve Holiday Displays 


OTHER is the central figure which will ease mother’s burden, or vacuum cleaners and washing ma- 

of the normal American make her home cares lighter, is easy chines during the Christmas season. 

home. Her’s is the figure ts sell to those who comprise her The problem of selecting special 
around which sentiment hovers, and happy family circle. Mother, there- features for the Christmas windows 
more merchandise is sold on senti- fore, is to be counted on heavily for is one of importance at this time. 
ment than price or logic. Anything sales of such labor-saving devices as (Continued on page 74) 


Here’s the type of display that sells washing machines for the Soedler Hardware Co, of Peru, Ind. 
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“Let us catch the D. & R. G. narrow-gaged train” 


' HAVE been asked to write these articles in a 
simple ABC manner, telling about my every-day 
experiences as I grew up in the hardware business. 

As I wrote in the introduction to the articles, I am 
trying to live my hardware life over again, telling 
about the things I did and thought about at the time. 
Naturally as a boy, as a stock clerk and as a young 
salesman, my thoughts were confined almost entirely 
to my daily work and my contacts with other salesmen, 
proprietors of retail hardware stores, hardware clerks 
and the people in my own house. 

I fear that these personal experiences may become 
tiresome, but I am urged by my publishers and by 
many letters, both from old friends and from friends 
I have never met, to continue these articles in this 
simple form. I think, however, that it is not out of 
place to say here that as in the story I rise to a higher 
position in the hardware world, such as sales manager, 
manager of a mail order department and later as an 
official in two of the leading and most aggressive hard- 
ware jobbing houses of the country, the scope of my 
story will expand and will become more interesting to 
those who may be becoming somewhat weary of these 
early-day personal experiences. 

Allow me to admit frankly, however, that these 
articles are written mainly to young men. My thoughts 
in writing them go out more to retail clerks, traveling 
salesman, retailemerchants, heads of departments and 
sales managers than to those occupying higher posi- 
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By Saunders Norvell 


Chapter IV (Continued) 


—Colorado 


tions in the business world. Therefore, if you are 
becoming somewhat bored with these small events I 
describe, just be a little patient. After a while I think 
I can promise that the plot will thicken and become 
more interesting and exciting. 

Let us remember that all life is an evolution, and 
when Forty Years’ of Hardware is finished, it is my 
hope that it will show how very interesting business 
activities on a national scale gradually evolved from 
very small beginnings and how the lessons learned 
from day-by-day contact with small things and what 


“<«Soapy’ had a sort of harness around his shoulders” 
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are considered small people were later of great service 
in a larger field. In other words, when one reviews 
life, small things and great things, small and great 
people are so involved that one cannot say what is small 
and what is great or who is small or who is great. 
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“I showed him my razors” 


As has been well said, our todays are simply the 
results or heirs of our yesterdays. Some dramatic 
event in business or in the world that happens today— 
an event that makes millions gasp with surprise— 
things that deeply stir the imagination—had very 
small and unknown beginnings. In fact, these begin- 
nings are so obscure that frequently, in studying the 
drift of even world events, it is exceedingly difficult to 
trace them. So we come to the conclusion that nothing 
is small. Everything has its meaning. Details have 
tremendous importance. The man in business, in poli- 
tics or in war who ignores details comes to a time when 
this neglect is the cause of his ruin. When Napoleon 
was at his best as a general no detail in connection 
with his campaigns or his soldiers was too small for 
his personal attention. It was only when he became 
weary from living too well—when he delegated the 
attention to details to others—that the tide of failure 
turned against him. As I progress in these articles 
and discuss how some of the really great men in the 
hardware business looked after their affairs, it will 
be seen how carefully they watched every detail and 
tendency of their business. In fact, this close atten- 
tion not only to details but to the drift of events and 
all those factors that had a bearing on the business 
was one of the significant marks of their greatness. 

But let us return to Colorado, pick up our catalog 
case, catch the D. & R. G. narrow-gaged train and 
start out on one of our adventures in selling goods. 
One snowy night on the D. & R. G., bound for Lead- 
ville, there were only two passengers in the smoking 
room of the little Pullman. One was “Soapy’” Smith 
and the other was a young hardware salesman. 
“Soapy” was a gambler and a gunman and had the 
reputation of being a very dangerous man. There 
were many stories about his accuracy and quickness 
with the gun. “Soapy” was one of that class of men 
living in the West at that time who always took a 
seat with their back to the wall and who never cared 
to sit in a room in a lonely place with the windows 
open and lamps lighted. I do not know just how many 
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men “Soapy” had killed, but I understood there were a 
good many notches on the butt of his revolver. I had 
met “Soapy” several times before in hardware stores 
and in gambling palaces, so our greeting was friendly. 

It was quite warm in the compartment so “Soapy” 
undid the buttons of his vest. I was interested to 
observe that instead of carrying his two guns on his 
hips, strapped around his waist, as we usually see 
them these days in the movies, “Soapy” had a sort of 
harness around his shoulders. The holsters of his 
two large Colt revolvers (this was long before the 
days of automatics) hung under his arms and the butt 
of each revolver pointed forward, just concealed by the 
top of his vest. With this contrivance the bad man 
of the West, never reached for his hip, in theatrical 
fashion thus advertising to his adversary what was 
to be expected. Not at all! When “Soapy” started in 
action all he had to do was to gently put his hand in- 
side of the upper part of his vest and with one swing 
the other fellow was “covered.” As I sat in the 
smoker and observed this display of artillery, I could 
not help but think that every man must attend care- 
fully to the details of his trade. 

Now in my coat I had two large pockets, one on 
either side, and in each of these pockets I had a 
specially prepared leather case that held six of the 
old-fashioned type of razors. In those days a razor 
that cost about $7 per dozen sold for $12—a neat profit 
of $5 per dozen. The extra fancy razors, full hollow 
ground, gold etched with pearl and ivory handles, sold 
all the way from $24 to $36 per dozen, and the profit 
on them was the Dutchman’s 1 per cent (100 per 
cent). As my arrangement was based not on volume 
of sales but on profits, I was very partial to the sale 
of razors. As a matter of fact, I boasted that I paid 
my traveling expenses by my razor sales alone. There- 
fore I had these two leather cases made and every 
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‘He asked me what I wanted” 


dealer, before he started buying such staple items as 
machine bolts, had to listen to my tale on razors first! 

On this evening my friend “Soapy” seemed very 
depressed. He gave me a very interesting account of 
his life. He had never intended to be regarded as a 
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bad man. He killed his first man in self defense. He 
just could not help it. It had to be done. He was 
terribly sorry and the next man also made it necessary 
for him to snuff out his candle. “Then,” said “Soapy,” 
“I got the reputation of being a gunman, and of course 
after that whenever there was any little difficulty it 
was simply a question of the man who could draw the 
quickest and shoot the straightest. So here I am now, 
marked as a bad man when as a matter of fact I have 
a very gentle disposition and an affectionate nature. 
No one hates trouble more than I do. I would walk 
a block at any time to keep out of trouble. Sometimes 
when I see trouble starting I am sorry, but just be- 


cause I am labeled and pigeon-holed as a bad man other . 


men seem to pick on me.” Of course, I expressed my 
understanding and sympathy. I told him that every 
man suffered more or less from undeserved reputations. 
All of us suffered that way, but all we could do was to 
try to live it down. 


The Troubles of “Soapy” Smith 


Then, with tears in his eyes, “Soapy” said that he 
knew very well that he could not always be on his 
guard—that some day somebody would get him. He 
referred to his friends, the James boys from Missouri, 
also to the Younger brothers. ‘‘You see,” said “Soapy,” 
“somebody always gets them in the end. Now,” said 
he, “some day, notwithstanding my gentle and affec- 
tionate nature, you will pick up a newspaper and you 
will read of my being killed with my boots on, because 
you know a fellow can’t always get his finger on the 
trigger first. It’s sure to come.” Of course, I was 
awfully sorry for “Soapy” and tried to cheer him up. 

I asked him to let me see his guns, and I noticed that 
they were Colt 38-calibre with the heavy stock of the 
45. He said he liked the heavy stock because it was 
steadier in the hand. Then I took out my razor cases 
and showed him my razors. He admired them very 
much and I was sorry I could not sell him a line. I 
made him a present of one. 

One day, a few years later, just as “Soapy” had pre- 
dicted, I took up a newspaper and there was an account 
of his death in a gambling house in Alaska. He died 
just as he prophesied—with his boots on. The other 
fellow drew first. I remember all that day I was 
pensive and sorrowful on account of the premature and 
untimely end of my friend “Soapy.” 

Alva Adams at this time owned several hardware 
stores in Colorado. His main store was in Pueblo, 
but he had other stores at Silverton and Durango. 
Billy Bailey was the manager of the Durango store. 
He struck it rich in a mine in Mexico and I understand 
he is now living in Southern California and is a multi- 
millionaire. Alva Adams afterward became the Gov- 
ernor of the State of Colorado, and later in this story 
I will tell how he acted as toastmaster when I returned 
to Colorado after many years’ absence and gave a 
dinner to the entire hardware trade of the State— 
jobbers, competitors, retail merchants and traveling 
salesmen. 

Adams Gets the Lowest Price 


Governor Adams had a very strong personality. No 
one would ever forget him. Ye was very courteous to 
traveling salesmen. The first time I sold him I was 
frightened stiff. He stood out as one of the great 
men of Colorado, and when he picked up the want book 
in Pueblo and asked me the price on shovels I think 
I must have stuttered when I answered. You may 
rest assured it was the lowest price I had. The 
Governor did not hesitate a moment. He did not ask 
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for a lower price. He gave me the order very rapidly. 
I had to write some of it in shorthand on my order 
book in order to keep up with him. Afterward Gov- 
ernor Adams sold out his Pueblo store to Mr. Holmes, 
who came from Missouri. Mr. Holmes is still there 
in business—the Holmes Hardware Company—and he 
became one of my very good customers. When I gave 
up Pueblo to Harry Hall, the Holmes Hardware Com- 
pany was one of Harry’s best accounts. 


I Meet John M. Killin 


Even at the risk of giving offense to another good 
friend of mine, I must tell an interesting story about 
John M. Killin, another prominent hardware man of 
Pueblo in those days. When I took the territory, 
Harry Stringfellow told me to pass up Killin. “He is 
one of the hardest men in the State to sell,” said 
Stringfellow. “Then, when you have sold him, he 
won’t stay sold. He makes all kinds of claims and de- 
ductions.” On my first trip to Pueblo I decided to 
take a look at Mr. Killin, so, depositing my hardware 
catalog case in a nearby drug store, I walked into 
Mr. Killin’s store barehanded. I stood at the cutlery 
showcase near the front door. Mr. Killin had been 
described to me so I knew him when he came forward 
back of the counter. He asked me what I wanted. I 
looked at him hard, right in the eye, and remarked, 
“IT do not know whether I want anything. I just came 
came in to look you over.” He returned my direct 
gaze, and there was silence for a moment or two. 
Then he remarked with a smile, “Well, I hope you 
like my looks. Who are you, anyway?” I told him 
that I was the Simmons Hardware Company’s new 
man on the territory and that I had been advised 
not to call on him. “Why?” asked Killin. Then I told 
him flat-footed. He did not know exactly whether to 
get angry or to laugh, but as I put on my most cheer- 
ful smile and as it seemed to be contagious, he said, 
“Well, what have you decided to do about it?” “I 
have decided to sell you,” I remarked. “The h—— 
you have”’ was his answer. “Yes,” I said, “we are 
going to be very good friends and you are going to 
buy a great many goods from me.” The humor of 
my approach seemed to appeal to him and he asked 
me to come in that night at nine o’clock, at the time 
the store closed. 

' No Room for Argument 


Therefore I was on deck with my catalog, and when 
I had opened my book on his little desk in the rear 
of the store I said, “Now, Mr. Killin, let us have a 


little understanding before we start. I propose to 
quote you the lowest price I have. If you wish the 
goods, buy them. If the price is not low enough pass 
the item. I will never change a price after I have 
quoted it. Then I will leave you a copy of the order 
and if the goods come according to the copy, if ever 
you make a claim on the prices at which you have 
bought the goods I will never call on you again.” Well, 
after he had cussed me out a little bit just to get even, 
he started buying. Every now and then when I would 
quote a price he would stop and hesitate and I would 
remark, “Now, remember, if you don’t like the price, 
pass. You and I are not going to have any argument.” 

So it turned out that I sold Mr. Killin goods for 
many years. We became warm personal friends. A 
lot of salesmen for other manufacturers and jobbers 
would not call on him, and for this reason I probably 
sold him more goods than I would have sold a more 
popular man. The moral of this little story for travel- 


(Continued on page 74) 
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A holiday alu- 
minum ware dis- 
play of the 
Warren County 
Hardware Co. of 
Bowling Green, 
Ky. 


than three weeks. Are you 

ready for it? You will no 
doubt say that everything is in 
readiness for the largest holiday 
business you have ever experienced, 
and, generally speaking, you may be 
right. But have you done every- 
thing you can possibly do to help 
sales during that period? Give the 
matter a little intensive thought and 
you’ll soon realize the extent to 
which you are prepared. 

And while we are on the subject— 
is your window 
furniture in 
style? Arethe 
pedestals, show- 
card holders, 
flower stands and 
baskets of the 
very latest de- 
sign? If they are 
not, you can make 
them so at a small 
cost so that they 
will be extremely 
useful and _ser- 
viceable as well as 
up to the minute. 

Wrought iron is 
at present at the 
height of its pop- 
ularity. People 
have wrought iron 
candlesticks, 


QU than. three will be here in less 
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Home-Made Display Fixtures 
for Dour Holiday Windows 


By W. HERMAN LOWE 


wrought iron fire sets, wrought iron 
fern stands—in a word, wrought iron 
is the latest. This being the case, 
the hardware window trimmer is 
lucky for he possesses all the ma- 
terials for making wrought iron dis- 
play fixtures. All he needs is a 
punch that will punch a 3/16 in. hole, 
plenty of strap iron 14 in. thick by 
34 in. wide, and some 3/16 in. rivets 
of proper length to reach through 
whatever he is riveting. A hammer 


1A |? 





Diagram showing the method of construction 
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Note the way in 
which wrought 
iron fixtures have 
been used to ad- 
vantage in this 
display. Why not 
use them? 


and anvil complete the list of essen- 
tials, and the dealer has these -f 
course. 

Pedestal No. 1 may be made from 
the following pieces of 1% in. by 3/16 
in. iron: 5—82 in. pieces for the 
uprights; 1—36 in. piece for the top 
ring; 1—17 in. piece for the next to 
the top ring; 1—12 in. piece for the 
bottom ring. You will also need 
twelve 3/16 in. by % in. rivets and 
three 3/16 in. by % in. rivets to use 
where one’ rivet goes through three 
thicknesses of iron. This iron is 
easy to work 
when it is cold. It 
is easily bent and 
you will find very 
little trouble in 
punching holes in 
it for rivets, and 
you will be sur- 
prised at its 
strength when 
finished. Bend 
your five 32 in. 
pieces of iron as 
illustrated in 1A, 
being careful to 
get them all alike. 
Punch holes at 
the points marked 
with arrows. To 
make your rings, 
punch holes in 
each ring after 
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you-have divided the length of it into 
five equal parts. 

This pedestal is extremely useful. 
When a biscuit board is placed ‘on it, 
it makes an artistic table for display 
purposes. It may be used for a fern 
stand, or to hold receptacles contain- 
ing autumn leaves or spring blossoms’ 
and it makes an excellent pedestal 
just for general use, such as a sup- 
port for a glass shelf for cutlery, cr 
with a long plank balanced on it for 
heavier goods. 


For Coats or Sweaters 

Fixture No. 2 is for hunting coats, 
sweaters, shell vests and the like. 
It is easily made. Just twist your 
long upright piece of iron in two 
places and rivet two legs to it. Then 
bend the lower part of this long up- 
right piece back for the third leg. 
With a piece of the same iron riveted 


HARDWARE AGE 


across the top forming a “T” you 
have it completed. 


An Ornamental Basket 


Fixture No. 3 takes the place of a 
large ornamental basket that usually 
costs from $7 to $12. The iron in 
this stand costs less than 40 cents. 
It is graceful and beautiful when 
filled with most any ‘kind of flowers 
or shrub from autumn leaves, ever- 
green sprigs and ferns to red buds 
and peach blooms. I have used it 
successfully to make a temporary 
floor lamp. 

Fixture No. 4 is made from 4 in. 
rod iron. All kinds of show-card 
holders may be made on this plan. 
All that one needs in addition are 
some clamps to hold the cards to the 
stand. 

This article and these drawings 
are offered as a suggestion of what 
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one can do at a very small cost. I 
am sure you will find it helpful. I 
have found them extremely useful 
and efficient in making window dis- 
plays just a little more distinctive, 
just a little more original, and just a 
little better salesman for the hard- 
ware store. 


Manufacturers’ Displays 


Manufacturers are very liberal in 
sending window display material. If 
you will cooperate with them and mix 
their cards and background material 
with,a few pieces of wrought iron 
furniture, such as have been sug- 
gested, you have a window that is not 
trite and common by being filled with 
cold print and stamped backgrounds. 
The pieces made by your own hand 
furnish the window with just enough 
of the personal touch to give it char- 
acter. 


Wacuum Cleaners and Washing Machines 
Deserve Holiday Displays 


It is, however, a problem easily solved 
if the merchant uses the yard stick 
of possibility for returns in deter- 
mining on displays. 

There are three important things 
to consider: 

First—The appropriateness of the 
article as a gift. 

Second—How well it is known to 
the public. 

Third—Whether it will enable the 
merchant to cash in on sales efforts 
made earlier in the year. 

Measured by the three parts of the 
yard stick, suction sweepers and 


(Continued from page 69) 


washing machines clearly earn the 
right to a holiday display. It has 
been definitely ascertained that 18 
per cent of the suction sweepers sold 
during the year are bought in De- 
cember. The same is probably true 
with the electric washer. Both items 
are therefore appropriate as Christ- 
mas gifts. 


Localizing Advertising 


Suction sweepers and washing ma- 
chines are well known to the public, 
so that window or interior displays 
will localize the manufacturers’ na- 





tional advertising and bring direct 
results. 

During the year the merchant has 
undoubtedly given many demonstra- 
tions of his electric cleaners and 
washing machines. These past 
demonstrations can be crystallized 
into gift sales if these utility items 
are brought to the attention of 
mother, father, brother and sister 
through well made displays during 
the holiday season. Sentiment will 
reinforce the displays—and, as we 
said before, sentiment is the mer- 
chant’s best sales ally for December. 


Forty Dears of Hardware 


(Continued from page 72) 


ing salesmen is not to be too much influenced by the 
reports of others. Size up a situation for yourself. 

At the time I called we were not selling any goods 
to Mr. Killin, so we had nothing to lose. If I could 
sell him it was all gain. E. C. Simmons used to have 
a saying that it is well for all salesmen to remember: 
“There is no profit in walking by the front door of 
a hardware store.” Another saying of Mr. Simmons 
that occurs to:me as I dictate was:” “You cer- 


tainly can’t make any profit out of the man you do not 
sell. Sell a man first. Get his name on your books 
and then try to make a profit out of him afterward.” 
These sayings and many others I remembered in my 
travels, and I opened a good many new accounts in 
Colorado. Some accounts also, I regret to say, I 
closed. 





(To be continued) 
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This display of Christmas cutlery brought all ages and both sexes to the T. McClelland Hardware Co. of Jackson, Miss. 
There was something there for everyone 


The — of Christmas Cutlery 


between two brothers who are partners in a 
rapidly growing retail hardware store. 

“We've got a pretty big stock of cutlery,” the one 
with the dark hair said, “and I guess we’d better put 
a display in the window for the Chrismas trade.” 

“You bet we’d better,” said the brother with the 
blond hair. “And we’d better do a whole lot more 
than that, too,” he added. 

“TI was thinking about that the other day,” he con- 
tinued. “We’ve got a big stock and we’ve got to get 
rid of it. If we don’t get rid of it before Christmas 
we'll have a lot of the fancy stuff on hand until next 
Christmas. 

“But look here; everybody in town who sells cutlery 
will have it in their windows. We don’t do anything 
new, or anything that will create a demand by just 
showing it in the window. Most of the time we put 
things in the window and expect people to fall all over 
themselves getting into the store to buy. That’s a lot 
of rot if you ask me. Answer this: 

“Why should anybody buy cutlery more than any- 
thing else as a Christmas present?” 

“Well, its a practical gift and its a lot cheaper than 
a lot of other things,” said the dark-haired brother. 

“Sure it is,” agreed the other, “and that’s all the 
more reason why we should tell people about it. What 
we want to do is to tell people why they should buy 


wy recently overheard the following conversation 


cutlery for Christmas presents. If we tell ’em its 
practical, useful, always acceptable, and above all 
cheaper than a bunch of other things there’ll be a lot 
of people who’ll buy it who would never think of it if 
it wasn’t pointed out to them.” 

“It'll hurt the sale of some of our other stock,” said 
the dark-haired brother. 

“Not if we do the same thing with other goods, too,” 
replied the other brother. “What we ought to do is 
this: tell people why they should buy practical gifts. 
You know, gifts of utility, things that will last. Every- 
body hates to get a lot of unnecessary junk for Christ- 
mas, and what’s more everybody hates like thunder 
to spend their hard earned cash on some fol-del-rol, 
good-for-nothing piece of junk to give away. People 
would rather spend their money on themselves and on 
their families in a sensible way rather than on a lot 
of fool stuff because they have to for Christmas. It’s 
up to us to help make Christmas as easy as possible 
and at the same time turn our stock over. Let’s do a 
little educational work explaining this idea to our cus- 
tomers by mail and in the window.” 

“Well,” said the other brother, “we might try it out 
and see how it works.” 

How it works we will tell in another story if we can 
get the facts and if we find that it is worth the telling. 
In the meantime we pass this conversation along as 
an idea that may be useful to somebody. 
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CURRENT NEWS 








Boosters to Have 


Regular Question 
Box 


Adopt Retail Assn. Feature— 
F. B. Hinchman Elected 
Assistant Secretary 


The adoption of a suggestion that a 
question box be made part of the regu- 
lar routine business at all future meet- 
ings of the New York Hardware 
Boosters; the appointment of a ques- 
tion box committee, and the election of 


F. B. Hinchman as assistant secretary | 
of the organization were the principal | 


features at the last meeting of the 
Boosters, held Nov. 24, at the Hard- 


ware Club, 253 Broadway, New York | 
Herbert R. Conner, chief booster, | 


City. 
presided. 

A special suggestion committee ap- 
pointed at the October meeting re- 
ported and made a number of proposals 
which will be acted upon during the 
coming year. 
question box, similar to the ones used 
by retail associations, be made part of 
the regular business at all future 
meetings, was made by the committee 
and formally adopted. E. J. Ewald, F. 
B. Hinchman and 8, N. Sears were ap- 
pointed by the chair to act as a regular 
question box committee. 

The suggestion that the Boosters as 
an organization indorse both industrial 
simplification and the decimal system 


of pricing and packing was laid over | 


for discussion and action at a future 


meeting. All of the other suggestions 


made by the committee were referred | 
to regular committees for recommenda- | 


tion. 

Seymour N. Sears spoke on the work 
that the Merchants’ Association of 
New York is doing, in conjunction with 
the Government, in securing work 
for rehabilitated World War veterans. 
Special committees have been formed by 
business men, Mr. Sears said, repre- 
senting different industries and trades. 
These committees sit every week at 


the Grand Central Palace, Forty-sixth | 
Street and Lexington Avenue, New | 


York City, to examine groups of vet- 
erans as to their aptitude for success 
in the different types of business for 
which they have been trained. 


for them in the city. 

F. B. Hinchman was elected assist- 
ant secretary to assist the secretary, 
Albert Westphal, whenever necessary. 


Armstrong Mfg. Co. Expands 


The Armstrong Mfg. Co., manufac- 
turer of the Armstrong table stove and 
a line of hardware specialties, has 
moved intos the recently completed 
addition to its factory at Huntington, 
W. Va. The company had its begin- 


The 


committees then attempt to find places | 


ning at Columbus in 1899, when it 
started as the Admiral Bicycle Lamp 
Co., manufacturing bicycle lamps. 

The factory was later moved to 
Marysville, Ohio, the line of hardware 
specialties expanded and the name of 
the company was changed tp the 
Standard Stamping Co. In 1915 the 
company moved to Huntington to get 
the advantage of better manufacturing 
and shipping facilities. At that time 
the first unit of a carefully planned 
manufacturing plant was completed. 
The steady growth since that time has 
made necessary the completion of the 
second unit, which is now in operation. 
The name of the company was changed 
to the Armstrong Mfg. Co. in 1920 to 
better fit the size and character of the 
concern. 





as President Keystone 
Varnish Co. 
D. C. Arnold, treasurer of the Key- 


| stone Varnish Co., 71 Otsego Street, 
| Brooklyn, N. Y., will succeed his father, 


the late N. B. Arnold, as sident of 
The suggestion that a eer ye a eee | 


the company. Mr. Arnold, in addition 
| to acting as president, will continue 
his present duties as treasurer, having 


| as assistant treasurer H. F. Foster, | 


D. C. Arnold Succeeds Father | 


Co. to Broaden Its Scope 
of Distribution 


The Lincoln Washing Machine Co., 

| 350 Gratiot Avenue, Detroit, Mich., has 

recently inaugurated a plan for broad. 

ening the scope of its distribution and 

| has appointed J. J. Keith, formerly in 

| charge of A. B. C. washing machine 
sales, as general sales manager. 

The company’s product, heretofore 
| known as the “Lincoln,” will be mar- 
| keted herceforward as the Lincoln 

“Ring-Vac,” the addition of the trade 
name being based on the machine’s 
characteristic feature—a beveled type 
of plunger which moves up and down 
| inside the circular copper tub, causing 
an unusual turbulence, directed toward 
| the center of the tub by both downward 
and upward movements. 
| The company has been in production 
| for some time, distribution having been 
accomplished through a limited number 
of connections in a relatively few 
| cities. 

The organization is headed by Wal- 
ter I. Owen, who also conducts a large 
home-furnishing store in Detroit. Mr. 
| Owen was also president of the Na- 
| tional Retail Furniture Dealers’ Asso- 
| ciation. 


| Lincoln Washing Machine 
| 


| who has been office manager of the | 


'company for several years. R. H. 
| Everett, who has been general works 
manager of the various plants, is to 
| become secretary. 


| United Electric Co. 
Changes 
Harry J. McDevitt, for the past year 
| sales manager for the Ohio Electric 
| Co,, Inc., of New York City, distribu- 
| tors of the new Ohio electric cleaner 


Personnel | 


Dunkirk Axe & Tool Co. 
Organized 


The Dunkirk Axle & Tool Co., Inc., 
| Dunkirk, N. Y., was recently organized 
to manufacture axes, hatchets and other 
tools. It is the successor of the Romer 
Axe & Tool Co., Inc., which was pre- 
viously formed from the Romer Axe Co. 
The principals in the new company have 
| been in this line of manufacture for 
more than 40 years. 


| in the metropolitan area, has become | 


associated with the sales department | 


of the United Electric Co., Canton, 
| Ohio, manufacturer of the new Ohio 
electric cleaner. 

L. D. Gaddis has resigned his posi- 
| tion as district sales manager for the 
| States of Colorado, New Mexico and 
Wyoming for the Eureka Vacuum 
Cleaner Co. and has accepted the posi- 
tion of district manager for the State 
of Indiana. 

J. L. Shaw of Pittsburgh, Pa., has 
been appointed district manager for 
the United for its district in central 
| Pennsylvania. 


New Chicago Paint 
Warehouse 


The Martin Varnish Co. and the 
Martin-Senour Co. are erecting a four- 
story concrete fireproof warehouse ad- 
joining their present plant at 2520 
Quarry Street, Chicago. 

The new building is 70x 100 ft. and 
will be used to store finished products 
of these firms. It is also reported that 
these concerns are planning to start a 
manufacturing plant in California by 
| the first of the year. 





A. O. Engle, formerly branch man- | 


ager at Toledo, Ohio, for the Stroud- 
| Michael Co. and more recently local 
manager in Toledo for the Bissell Co., 
| has been appointed district manager 
| for the States of Colorado, New Mexico 
| and Wyoming. 

| J. E. Foreman has resigned his posi- 
tion with the Electric Vacuum Cleaner 
| Co. of Cleveland, Ohio, and has accept- 
| ed the position of district manager in 
| Dayton, Ohio. 


Boosters Meeting, Dec. 28 


The annual holiday luncheon and 
| meeting of the New York Hardware 
| Boosters will be held Friday, Dec. 28, 
| at 2 p. m., at the Hardware Club, 253 
| Broadway, New York City. C. C. 

Dietrich, chairman of the entertainment 
| committee, will be in charge of ar- 
' rangements. 
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OF THE TRADE 








W. M. Thomas, Inventor and 
Ammunition Expert, 
Dies at Bridgeport 


| veloped by Mr. Thomas, working in | 





whose revolvers these cartridges are | 


adapted. 
Similarly the automatic pistol car- 


tridges of different calibers were de- | 


| conjunction with John M. Browning, 


William Morgan Thomas, inventor | 


and ammunition expert, associated for 
many years with the Remington Arms 
Co., Inc., 25 Broadway, New York City, 
died Nov. 5, of pneumonia at his resi- 
dence in Bridgeport, Conn. 

Mr. Thomas was born in Wales in 
1848. At the age of fourteen he came 
to the United States, sailing from Liv- 
erpool in a sailing vessel which required 
sixty-five days to make the voyage. He 





Thomas 


William Morgan 


came to Bridgeport in 1869 and found 
employment 
then just being developed on the ground 
which is now a part of the Bridgeport 
Works of the Remington Arms Co., 
Inc. He remained continuously in the 

M. C. works until his retirement 
from active service, which occurred 
several years ago, when he completed 
his fiftieth consecutive year of service 
with the Remington Arms Co. and its 
predecessors. 

Mr. Thomas was responsible for a 
great many of the developments in 
paper shotgun shells, cartridges, pri- 
mers, smokeless powder, etc. Working 
in conjunction with J. Stevens of the 
J. Stevens Arms and Tool Company, 
Chicopee Falls, Mass., he developed the 
.22 long rifle cartridge and the .25 
caliber rim fire cartridge. The .22 
long rifle cartridge, which has been 
‘popular for many years for its accu- 
racy at all ranges up to 200 yards, 
owes much of its present perfection to 





the inventor of the automatic pistol, 
and with the Colt Co., manufacturing 
those pistols at their plant in Hartford. 


Smokeless powder was first loaded | 


in revolver cartridges by Mr. Thomas 
at the U. M. C. works, and he devel- 
oped the first successful primer for use 
in revolver cartridges loaded with 
smokeless powder. He ‘developed the 
grooved shells for smokeless powder 
revolver cartridges, the bullet having 
an inside lubricant. 

When Mr. Thomas began his devei- 


| opment of modern primers the system 


then in vogue was to have the “anvil” 
of the primer a part of the shell, this 
being known as the old Berdan primer. 
Mr. Thomas developed the modern 
primer in which the anvil is a part of 
the primer itself. This type of primer 
is now used exclusively. 

For many years Mr. Thomas attended 
the more important shooting events 
throughout the entire country. 


The Thomas pointed bullet was his | 


development. 


It was this type of bul- | 


let with which the American rifle team | 


won the Palma match at Ottawa in 
1907, and with which Americans have 
since that time held the front rank in 
rifle competition, and at the interna- 
tional match at Bisley, England, dur- 


| ing the present year, it was the 220 
| grain Thomas pointed bullet with which 


in the cartridge works | 


the genius and patience of Mr. Thomas. | 


The .32, .32 long, .38, .38 special and 
.44 Russian revolver cartridges adapted 
to the Smith & Wesson revolvers were 
developed by Mr. Thomas, working in 
close cooperation with the Smith & 
Wesson Co. 


Similarly the .32 short, .32 long, .38 | 


short, .38 long, .41 long and .45 Colt 
cartridges were developed by him in 
conjunction with the engineer of the 
Colt’s Patent Fire Arms Mfg. Co., to 





the United States team won against | 


seven competing international teams. 
Mr. Thomas was a thirty-second de- 

gree Mason and for many years had 

been identified with Corinthian Lodge, 


No. 104, Hamilton Commandery, Pyra- | 


mid Temple, Mystic Shrine. At the time 
of his death Mr. Thomas was more than 
seventy-five years old. He is survived 
by his wife, two sons, Edgar R. Thomas 
of Stratford, Conn., and Stanley G. 
Thomas of Elmhurst, L. I, and two 
daughters, Mrs. Norman D. Hovey of 
Stratford and Mrs. Ervin W. Sanford | 
of Columbus, Ohio. 


New Bolt Firm Formed 


Gaskell & Son, Inc., 59 Freeman 
Street, Brooklyn, has been incorporated 
to manufacture iron bolts, washers, 
studs, etc., and taken over a business 
established in this line for some time. 
Incorporators are William and R. H. 
Gaskell. 


A. H. Berry to Represent 
L. B. Allen in the East 


A. H. Berry has recently become | 
associated with the L. B. Allen Co., | 
manufacturer of soldering fluxes, 4519- 
29 North Lincoln Street, Chicago, IIl., 
as sales representative in the East. Mr. | 
Berry’s headquarters are at 71-73 
Murray Street, New York City. 





eeeeeen eerie . a) 


S. J. Stebbins, Pioneer 
Chicago Dealer, Dead 


S. J. Stebbins, president of the Steb- 
bins Hardware Co., Chicago, IIll., died 
recently at his home in Chicago, at the 
age of eighty-two years, following a 
brief illness. Mr. Stebbins was one of 
the pioneer hardware merchants of 
Chicago and at the time of his death 
was thought to be the oldest hardware 
merchant in the city. 

The Stebbins Hardware Co. is not 
only one of the oldest retail hardware 
stores in that section, but is one of the 
largest in the United States. 





BV. 


Stebbins 


Mr. Stebbins was born in Water- 
town, N. Y., and removed to Chicago 
at the age of fourteen years. In the 
year 1870 he became connected with a 
hardware store conducted by a man 
named Jones, at whose death, Mr. Steb- 


bins became sole owner, operating 
under his own name. In 1894 the 
business was incorporated under the 


name of S. J. Stebbins Co., which was 
later changed to S. J. Stebbins Hard- 
ware Co., and finally to the present 
name. 

When Mr. Stebbins first conducted 
kis own business, Chicago still boasted 
of wood sidewalks, and within one and 
two blocks of the store were the homes 
of the best families. At this time there 
was considerable demand for household 
wares and everything in the hardware 
store that was used by householders. 
However, in the rapid growth of the 
city, the store was left right in the 
midst of the business district, and es- 
pecially after the great fire of 1871 
the location was a distinct advantage. 

Two sons are associated with the 
company; Fred J. is treasurer and W. 
J. is the secretary. Mr. Stebbins had 
been a widower for two years, after 
more than fifty years of happy married 
life. Six children survive him; Orson 
B., Charles A., Wallace J., Fred J., 
Mrs. J. Kirk Adams, all of Chicago, 
and Mrs. Elbert G. Drew of Evanston, 
Ill. There are seven grandchildren and 
two great-grandchildren. 




























































Obituary 


N. B. Arnold 


N. B. Arnold, president of the Key- 
stone Varnish Co., 71 Otsego Street, 
Brooklyn, N. Y., died in his sixty-fifth 
year at Boston, Mass., on Nov. 23, fol- 
lawing a short illness. 

Mr. Arnold was a member of New 
York University in the class of 1880. 
After he left college he took a position 
with Sargent & Company of New 
Haven, Conn., from whose service he 
resigned to take a position as traveling 
salesman with the export house of 
Arkell & Douglas. For them he trav- 
eled and opened the trade in South 
Africa and the west coast in 1882. 
He remained in South Africa for 
eighteen months, when he returned to 
America. Shortly after he went with 
Pratt & Lambert, eventually becoming 
secretary of that company. 

Upon the death of Mr. Pratt, Mr. 
Arnold resigned from Pratt & Lam- 
bert and connected himself with the 
Keystone Varnish Company as treas- 
urer, which office he held until the 
death of the president, T. T. Lines, at 
which time Mr. Arnold was elected 
president of the company, and remained 
president up to the time of his death. 

Besides being president and director 
of the Keystone Varnish Company, Mr. 
Arnold was also chairman and director 
of the Jas. H. Prince Paint Company 
of Boston, Mass., president of the 
James Nassau Company of Brooklyn, 
N. Y., director and chairman of the 
board of the Keystone Varnish Com- 
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pany, Ltd., of Hull, England, and sole 
owner of the W. B. Arnold Company. 
manufacturers of Slikup specialties for 
automobiles. 

In 1906 Mr. Arnold originated and 
patented “Keystona,” a washable lin- 
seed oil finish for interior walls which 
has revolutionized the paint and var- 
nish industry. 

Mr. Arnold was always very active 
in the paint, oil and varaish trade. In 
1886 he, with several other men, 
started the Paint, Oil and Varnish 
Club of New York City. 

He was a member of the National 
Paint, Oil and Varnish Association of 
New York, the Crescent Club of Brook- 
lyn, the Brooklyn Chamber of Com- 
merce and the Criterion Society of 
New York City. 


John A. Frazer 


John Addison Frazer, a prominent 
figure in the hardware trade in Mon- 
treal, Canada, died recently in that 
city. Mr. Frazer was born in the 
United States forty-one years ago 
and engaged in the hardware business 
in Georgia before going to Montreal 
ten years ago. For some time he was 
connected with the Walker Hardware 
Co. and Lewis Bros. 


Edw. A. Murphy 


Edward A. Murphy, connected with 
Frothingham & Workman, Montreal, 
Canada, for many years, died recently 
in that city. 
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Henry M. Holbrook 


Henry M. Holbrook, who, until his 
retirement on account of illness in 1917, 
was president of the wholesale hard- 
ware firm of Holbrook, Merrill & Stet- 
son, San Francisco, Cal., died recently 
at his residence in that city. 

Mr. Holbrook was born in Sacra- 
mento in 1857, a son of Charles Hol- 
brook, and came to San Francisco at 
an early age. Entering business life 
when still a young man he became one 
of the city’s best known merchants. In 
1904 he was married to Miss Lillie 
Spreckels. He is survived by his 
father, a daughter, Miss Harriet Hol- 
brook, and two sisters, Mrs. Samuel 
Knight and Mrs. Silas Palmer. 


Chas. H. Pickens 


Charles H, Pickens, president of 
Paxton & Gallagher Co., Omaha, Neb., 
died of heart trouble Nov. 11, at his 
home in Omaha, at the age of 67. 


Eagle-Picher Buys Additional 
Lead Lands 


The Eagle-Picher Lead Co. recently 
purchased 520 acres of mining land in 
the Oklahoma-Kansas section of the 
field of the Ontario Smelting Co. The 
transaction includes a long-time lease 
on the Hocker-Ville, Okla., smelter, 


owned by the Ontario company. It is 
reported the deal was one of the largest 
in recent years. 





(News continued on page 100) 
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Bill Bump Makes Christmas Pay Its Way 





ILL BE DOWN TO THE STORE THIS WEEK, 
DEAR, TO DO MY XMAS SHOPPING -I'N 

GOING TO GIVE USEFUL. PRESENTS THIS 
YEAR, NOT VSELESS Jiti-CRACKS 








GOL DING IT—IF MY WIFES TIRED 
OF GIVING- USELESS PRESENTS— 
THERE ARE PROBABLY A LOT OF 
OTHER WOMEN LIKE HER. 





NOWJIM, THIS YEAR WE'RE. 
GOING 70 FLAY UP USEFUL. 
GIFTS= AN' THAT'S WHERE 
HARDWARE COMES /N STROMG-! 


























WELL PUT INANIFTY WINDOW AND 
DECORATE THE INTERIOR. OF THE OLD 
STORE — HA-HA-AN' MAYBE !T WONT 
LOOK LIKE SANTA'S HANG--OUT~ 
































YOURE A WONDERFUL LITTLE WiIFE— 

YOU GAVE ME AGREAT /DEA - HA— 

HA~ I'VE LESS 70 INVOICE THIS YEAR 
BUT ALOT MORE IN THE BANK 






































WiTHERSpoon/ 
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phone call from the Editor—‘Send me by the 
next mail a ‘SALES MANAGER’ article full of 
the Christmas spirit.” All right; here goes: 


zy is cheerful on a busy morning to receive a tele- 


The Greek thinkers were the first to ask the ques- 
tion—“Why?” Other nations up to the time of the 
Greeks had been accepting life as it was without vain 
questions. The Greek philosophers settled many im- 
portant questions entirely to their own satisfaction. 
The Greeks had their festivals. It is curious how much 
their observance of these festivals was like ours. The 
Greeks developed a passion for beauty. They 
worshipped the human form. 


The civilization of Rome was built upon the ruins 
of Greek civilization. They organized their armies in 
legions. They organized their government and laws. 
If you think in the good old days of Rome that every- 
thing was not regulated, just study ancient Roman 
law. In order to organize, it was necessary to have 
obedience. There can be no organization without obedi- 
ence. Therefore obedience was given a paramount 
place among the Roman virtues. Soldiers must be 
obedient to their generals; wives to their husbands; 
children to their parents and the people to their gov- 
ernment. In those days they had no machinery and 
practically all of the work was done by slaves. Slaves 
were treated like machines. With and by their or- 
ganization Rome conquered all the disorganized world 
around them. Rome believed so much in organization 
that little was thought of the individual and human 
life was held cheaply. Slaves were machines, women 
were chattels and conquered nations were organized 
into the Roman system. 


It is necessary to understand the state of the world 
at the coming of Christ to grasp just what His teach- 
ings meant at that time. The Roman system knew 
nothing of pity. The Romans cared only for results. 
When a Roman general met with defeat he committed 
suicide. The people of both high and low degree were 
blood-thirsty and cruel. Their gladiators in the arena 
made death a sport. The hand of Roman organiza- 
ton pressed heavy upon every heart. 


Then in Jerusalem the son of a carpenter proclaimed 
the strange doctrine that the individual was of greater 
value than the organized government. Souls were 
worth more than conquered provinces. Women, as 
well as men, had souls and children had rights that 


Che Son of a Carpenter 


HARDWARE AGE 79 


should be respected. It was a strange, radical doctrine. 
Then this strange Prophet had pity upon the people. 
He talked of a new kind of conquest—a conquest by 
love. Naturally He was crucified. 


Centuries have rolled by since then and in the full- 
ness of time the world developed industrialism. It was 
discovered when industry was properly organized that 
it became powerful. The world developed. organized 
mass production and organized mass selling. Through 
industrial organization fortunes were accumulated 
that made the tale of Sinbad the Sailor an idle jest. 
Again the old idea of organization perverted the world. 
Nations began to organize. The old dream of world 
conquest blazed forth again. It was a wonderful 
dream. It could be accomplished by organization. 
The old Roman spirit was again loose in the world. 
The teachings of Christ seemed to have been forgotten. 


Suddenly out of a clear sky, regardless of treaties, 
a small nation was trodden under the iron foot of an 
organized invader. Everything had been organized 
and prepared with only one miscalculation, and that 
was the love and pity that still lived in the hearts of 
mankind. 


You and I have seen millions of the flower of every 
country perish on the field of battle. We have stood 
at the white cross graves of thousands of these martyrs 
—every grave marked with a white cross—every grave 
reminding us of the crucifixion—white crosses and 
black crosses—our sons and our enemies’ sons. 


On his way to St. Helena, standing on the deck of 
the Bellerophon, Napoleon said—‘My empire, estab- 
lished by force, has crumbled to pieces but Jesus of 
Nazareth built better because He built in the hearts 
of men and His empire lasts through the ages.” 


So again we come to another Christmas. Again we 
repeat—“Peace on earth and good will to men”—but 
have we learned the lesson of the ages? Has the idea 
of organization hardened our hearts as it hardened 
the hearts and the minds of the Romans? De we 
really believe the doctrine of love and of pity? Can 
we really believe this doctrine and have a world as the 
world exists today? Is the world ready for a new 
Revelation and is that Revelation to be that love is 
greater than force and that the individual should be 
considered above the organization? 


“THE SALES MANAGER.” 
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Holiday Goods Active— 


Price Movements Uncertain 


December 6, 1923 


OLIDAY trading is occupying the attention of jobbers and retailers in all the 
hardware markets throughout the country. Early reports indicate that the vol- 
ume of Christmas business this year will be substantially larger than in 1922. 


All lines in which cotton is used show strong upward price tendencies. 


Uncertainty 


regarding future prices is believed to be the reason for the hesitancy of retailers in 


placing future orders. 
from several sections. 


Collections are satisfactory. 


Price shading, and concessions to large buyers, are reported 


Manufacturers’ Price Changes 


oe wire has 


Some manufacturers of galvanized tubs and pails 
are reported to have advanced prices 5 per cent. 


The Channell Chemical Co., Chicago, IIl., manu- 


been advanced 
about 5 per cent by some makers. 





facturer of O-Cedar mops, has advanced prices $3 
per dozen on the list. 
vanced 25c. each. 


The resale price has been ad- 


Manufacturers have advanced cotton sash cord 
3c. per lb. base. 


Price Changes from Jobbing Centers 


NEW YORK—Jobbers have _ been 
notified that sash cord has been ad- 
vanced again 3 cents per lb. base on 
the better grades. O-Cedar mops have 
been advanced $3 per doz. on the list. 
Holiday goods are in demand and the 
general tone of the market is active. 
Some slight price shading is reported. 
Collections are satisfactory. 


CHICAGO—Solder advanced one 
cent per lb. Electrical copper wire 
advanced about 5 per cent. Both ad- 
vances were due to the strength of the 
metal market. Galvanized tubs and 
pails were advanced about 5 per cent 
due to wholesalers having reduced 
stocks to desired minimum before in- 
ventory and prices were put up to the 
normal level. A decline was announced 
on bolts and nuts and it was reported 
the reduction followed the lowering of 
manufacturers’ prices. Linseed oil 


advanced one cent, denatured alcohol 
4 cents and turpentine showed a two- 
cent decline. Christmas business ex- 
cellent, collections much better, stocks, 
in general, fair. 

BOSTON—Not for many weeks have 
so few price changes been noted as in 
this one. Practically the only ones 
worthy of special mention are a reduc- 
tion in Merrill storm window fasts 
from $7.50 to $7 a doz., and an advance 
of 20 to 25 per cent in cotton waste. 

PITTSBURGH—tThere is not one 
important change in prices in either 
iron or steel or hardware products to 
note this week in the local market. In 
addition, the trade here does not look 
for any radical changes until after the 
first of the year. Owing to the higher 
market on cotton, some in the trade 
here look for advances on some lines 
of cotton goods in the very near future. 


CINCINNATI—Uneertainty regard- 
ing future prices is given as the reason 
for the hesitancy of dealers to place 
future orders. Prices however, are 
steady, the only reductions reported 
being in hammers and hatchets and 
nails. Some reports of shading in 
other articles are heard but generally 
speaking the situation is satisfactory. 


TWIN CITIES—Market conditions 
in general continue rather quiet, with 
the exception of the rather unexpected 
decline in the prices on hammers and 
hatchets, which will average about 
12% per cent. Jobbers have not as 
yet issued the new price sheets but 
these are expected within a few days. 
All lines composed largely of cotton 
have shown a substantial advance in 
price, especially such items as mops 
and cotton duck. 
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New York Market News 


November Sales Ahead of 


Holiday Merchandise Quotations 
October 


es: Some of the holiday articles that are seroles No, 188,,§1 each; No. 1, $2 cach. 
Although it is somewhat _early to particularly in demand are as follows: wae 332. $1.16% each; round pie plates. 

compare November sales with those Drills—Yankee automatic drills, No. 41, Tange from 50 to 73%c. each. Fish_or meat 

of October, it is believed that this $1.74 each (in holly cartons.). platters, No. 313, $1 cach; No. 316. $1.33% 

+ sa ch: , ay 7 « each: 

month’s sales will exceed those of last  Saws.—Disston American Boy saw, $1.82 found custard cups, No. 423, 16%c. each: 

month by a substantial margin. each (in holly cartons). Pyrex gift set No. 5, $3.33 per set; house- 
Current demands are essentially for Wrenches.—Walworth Stillson wrench, hold set No. 10, $6.63%4 per set. 

general merchandise. Dealers do not 10 in., ove. each (in holly cartons). _Percolators.—Universal colonial pattern 

seem to be confining their purchase Screwdrivers.—No. 30 Yank screwdriver, No. E-9646-N, $12.15 each; Continental 

t rticul s Pp 1aS€S $2.01 each (in holly cartons). pattern, No. E-9876-N, $7.10 each. 

o any particular group or classifica- Pyrex Ware.—Round pudding dishes, No. Toasters.—Standard model, $4.56 each; 

tion of merchandise, although holiday 120, 93%c. each; No. 121, 80c. each; No. Deluxe model, $5.97 each; Reversible 

specialties, of course, are receiving 7 664¢c. each; No. 123, 56%c. each; No. — a each. , inl, $9.20 ' 4 

: . 124. 40c. each. Square pudding dish No. rills.—Snap switch grill, $9.20 each, 

a fairly large amount of attention. 800B, 83%4c. pty pall casserole, No. heat oblong grill, $7.80 each; waffle iron, 

800, $1.50 each; round casserole, No. 100 $9.20 each. 

$1.66% each; No. 101, $1.33%4 each; No. 102, » 

$1.1624 each; No. 103, $1 each. Oval cas- $35 each; No. E7201, $41.50 each 


Vacuum Cleaners.—Universal No. E720, 
Sash Cord Up Again O-Cedar Mops Advance 
Jobbers have been notified by manu- O-Cedar mops advanced Dec. 1 about 
facturers that sash cord has again $3 per doz. on the list. Retailers get 
been advanced 3 cents a pound base. one-third off on that which makes the 
Few of the local jobbers have as yet advance approximately $2 per doz. to 
changed their prices. The present the retail trade. The resale price has 
jobbers’ cost is about 48 cents a pound been advanced 25 cents each. Stocks 
and the market base for the retailer is are not large, jobbers say, but there 
49 cents base. It should be noted, is no actual shortage. The reason for 
however, that prices vary in different the advance is attributed to the high 
sections of the city. price of cotton. 


“A Beneficial Difference” 


The recent price cut on hammers and 
axes brought out an interesting and, 
perhaps, significant fact that jobbers 
practically without exception now 
put new prices into effect immediately 
upon receiving notification from manu- 
facturers, Ten to fifteen years ago the 
jobbers’ policy was to hold back price 
declines as long as possible. Today it 
is considered suicidal not to put new 
prices into effect immediately upon their 
receipt. 





Current Market Quotations 


The following are New York job- FURNACE SCOOPS. — Furnace SCREWS.—Flat head steel ma- 
bers’ quotations on some of the sea- scoops, hollow back, steel D handle, chine screws, 66%, per cent. 

sonable lines principally in demand:° 49c. each. Long handle. 52c. each. Round head steel machine screws, 
ASH SIFTERS.—Rotary ash _ shift- Hollow back, wood D handle, 63c. 66%, per cent. ; 

ers, $2.10 each. : each. All less 5 per cent for bundle Flat head brass machine screws, 


AUTO VISES.—Columbian, No. 143, lots. 60 per cent. 


$3.25 each. 


AXES.—Handled axes, 2% to 3 Ib., 
$19.25 per doz.; 3% to 3% Ib., $19.25 
per doz.; 3% to 4% Ib., $19.75 per 
doz.; 4 to 5 lb., $20.25 per doz.; 4% 
to 5% Ib., $20.75 per doz.; 5% Ib., 
only, $922.75 per doz. 
House axes, 2% Ib., 19 in. handles, 
$14.25 per doz. 
BOLTS AND NUTS — Common 
carriage bolts. small, 35 to 35-10 per 
cent; large, 35 to 35-10 per cent. 
Machine bolts, small, 45 to 45-10 
per cent; large, 45 to 45-10 per cent. 
Lag screws, 45 to 45-10 per cent. 
Stove bolts, 70-10 to 75 per cent, 
both flat and round head. 
Sink bolts, 70-10 to 75 per cent. 
Tire bolts, 45 to 50 per cent. 
Step bolts, 40-5 per cent. 
Screw anchors, 75-10 per cen.. 
Lag screw shields, 80-15-5 per cent. 
Machine bolt shields, 60-10-5 per 
cent. 
CARPET SWEEPERS. — Bissell, 
“American Queen,’’ $54 per doz.; 
“Club,” $108 per doz.; ‘‘Elite,’’ $60 
per doz.; ‘Grand Rapids’’ Nic, $48 per 
doz.; “Grand Rapids” Jap., $44 per 
doz.: “Grand” Jap., $60 per doz.; 
“Parlor Queen,’’ 956 per doz.; ‘‘Prin- 
cess,’’ $50 per doz.; “Standard’”’ Jap., 
$36 per doz.; ‘Universal’ Nic., $46 
per doz.; ‘Universal’ Jap., $42 per 
doz. 
TOY SWEEPERS. — “Little Daisy”’ (3, 
6 or 9 doz.) $2.10 per doz.; ‘‘Little 
Queen” (3, 6 or 9 doz.) $3.50 per doz.; 
“Little Jewel’ (1 doz.) $10 per doz. 


COTTON GLOVES. — Jersey pat- 
tern, 21c. per pair; light canvas, 
without cuffs, 14c. per pair; heavy 
canvas, without cuffs, 22c. per hair. 
DOOR KNOBS.—Mineral rim, 18c. 
per pair; mineral mortise, 19c. per 
pair; jet, porcelain rim, 19%c. per 
pair; jet and porcelain mortise, 20c. 
per pair. 


GALVANIZED PAILS. — Galvanized 
pails, 8-qt., 19c. each; 10-qt., 22c. 
each; 12-qt., 24c. each; 14-qt., 27c. 
each; 16-qt., 32c. each. 

Heavy galvanized pails, 12-qt., 35c. 
each; 14-qt., 40c. each; 16-qt., 46c. 
each. 

Galvanized tubs, No. 1, 69c. each; 


> 


No. 2, 78e. each; No. 3, 91c. each. 


ICE SKATES.—Ice skates (Union 

Hardware)—No. 1624, 80c.; No. 1624%, 

$1.15; No. 1724%, $1.43; No. 1824; 

$1.88; No. 19241, $2.80; No. 52414, 
3; No. 724, 

, $2.94; No. 5%, 88c.; No. 7, 

.50; No. 9. $2.50; No. OX3, $2.38; 
Donoghue, $5; Ext. Bob, plain, 53c.; 
Ext. Bob, nickeled, 63c.; No. 52, 88c.; 
’ 5124, ; No. 562 $1.06; No. 

No. 
No. 
No. 
" : No. 94, 
5.50; No. 07, .25; No. 
2.25; } No. 08%, $2.93. 

Sundries and parts from list 30-5 
per cent. 

Linseed oil in lots of less than 5 
bbl., 98c. per gal.: in lots of 5 bbl. or 
more, 95c. per gal. Calcutta linseed 
oil in bbl., $1.04 per gal. Boiled oil 
is 2c. extra; double boiled oil is 3c. 
extra and oil in half bbl. is 5c. per 
gal. additional. 

NAILS.—Wire nails, $4 to $4.25 base, 
per keg. 

Cut nails, $4.50 base, per keg. 

Wire nails and brads in small lots, 
70 per cent off list. 

Roofing nails. 1 x 12, 100 Ib., $7.55, 
galvanized; and plain, $5.55. 
POULTRY NETTING.—From New 
York stock 40-24% per cent; f.o.b. 
Pittsburgh 45-5 per cent. 
ROPE.—Pure Manila rope, 18¢c. base 
per Ib.; hardware grade, 174 
per Ib. 


2c. base 


Flat head steel wood screws, bright, 
full packages, 75-20 per cent. 

Galvanized, 60-20 per cent. 

Flat head brass, 72%-20 per cent 

tound head blued, 1%-20 per cent. 

found head nickel plated, 62%4-20 
per cent. 

Round head brass, 67%-20 per cent. 

Prices vary in different sections of 
the city. 
SIDEWALK SCRAPERS. — Side- 
walk scrapers, tank riveted, 4 x 7, 
$4 per doz.; scraper with shank, 5 x 7, 
$6.25 per doz.; scraper with socket, 
6 x 7, $8.75 per doz. 


SNOW SHOVELS.—Snow _ shovels, 
steel, 2 rivets, long handJe, $4.75 per 
doz. 

Galvanized snow shovels, 21% x 16, 
D handle, $13 per doz. 


SOLDER.—Kester string solder in 
1 Ib. spools, 57c. per spool. 

jar solder, commercial grade, 3lc. 
per lb. Strip solder, in 5 Ib. boxes, 
35e. per Ib. 


WEATHER STRIP.—Weather strip, 
double rubber, 6624-5 per cent dis- 
count: single rubber, 6624-5 per cent 
discount Felt, 60 per cent discount. 
Flexible, all rubber, 60 and 5 per 
cent discount. 


WIRE CLOTH.—Jobbers’ quotations, 
f.o.b. New York 

Black wire cloth, 12-mesh, $2.35 
per 100 sq. ft. 

Galvanized wire cloth, 12-mesh, 
$2.80 per 100 sq. ft.; 14-mesh, $3.30 
per 100 sq. ft. 

Copper wire cloth, 14-mesh, $7.50 
per 100 sq. ft. 

Bronze, 14-mesh, $7.75 per 100 sq 
ft.; bronze, 16-mesh, $8.85 per 100 
sq. ft. 

Wire Cloth, galvanized square mesh 
cloth, %-in. mesh, $5 per 100 sq. ft.: 
%-in. mesh, 5 
%4-in. mesh, $5.50 per 100 sq. ft 


9 
‘ 


1 
9 


25 per 100° sq. ft.: 
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Christmas Sales Break Records in Chicago 
—Price Revisions Announced 


(Chicago office of HARDWARE AGB) 

EVERAL price changes made their appearance in the 

local market during the week. Stronger metal mar- 

kets caused a stiffening in some lines and various 

competitive conditions caused some slight revisions, both 

downward and upward in other lines. The fact remains 

that the hardware market as a whole is still very strong. 

The demand is particularly brisk at this time and from 

present indications nothing can prevent the record-break- 
ing holiday sales. 

The Federal Reserve Bank at Chicago reports that an 
increase in employment at manufacturing plants in this 
district during October offset the slight decline experi- 
enced the previous month. Increases of about 1 per cent 
in men, 2 per cent in total hours worked, and of over 4 
per cent in payrolls were reported to this bank by 296 
manufacturing concerns representing an aggregate em- 
ployment of 211,000 men. 

The iron and steel mills of this district showed a smal] 
gain in working forces. The number of working hours 
was, however, slightly less. The advance in employment 
since October, 1922, has been approximately 26 per cent. 
The iron and steel industry, as a whole, has been declining 


ALARM CLOCKS.—The situation is 
even more acute than ever. There 
seems to be no let up in the consumer 
and retail demand. Some factories 
are doling out alarm clocks to their 
jobbers in a fashion similar to what 


Duty set, $8; 
Driver set, 


waukee. 


We quote f.o.b. factory: We 
Snap-on Wrenches.—No. 101, Mas- 
ter Service set, $15.25; 
Socket set, $7; No. 505B, 
$3.40. 
Wrenches less 40 per cent f.o.b. Mil- 


since early August, the total drop amounting to 3 per 
cent. For agricultural machinery alone there has been a 
decline of 25 per cent since early April. 

Seasonal goods are moving in large volume through 
the Mississippi Valley section, but the demand for build- 
ers’ hardware has slowed down to some extent but is 
equal to the demand a year ago. Prices are also reported 
steady, with declines offsetting advances. 

The entire reports for the Mississippi Valley tally very 
much with reference to the hardware business. Briefly 
summing up, it seems that stocks are conservative; buying 
is largely for immediate consumption with exception of 
next spring’s goods, which are being liberally specified on 
future orders; collections are more satisfactory than they 
were, with a few bad spots here and there; holiday busi- 
ness is bringing in a large volume of orders; conditions 
in farming communities are steadily improving, with the 
harvesting of corn and debts are being liquidated in a 
satisfactory manner; business with both retailer and job- 
ber is better than it was this time last year and the out- 
look decidedly more attractive; and finally, prices are 
maintaining a rather stable level. 
quote from jobbers’ stocks, 
f.o.b. Chicago: %-in, proof coil chain, 
$8.75 per 100 lb.; American coil chain, 


40-10 per cent off list; No. 00 4% elec- 
tric welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
Continued low prices bringing out a 
good volume of business. 


No. 202, Heavy 
404, Universal 
Screw 
All Snap-on 


obtained during the height of the 
World War. The approach of the holi- 
day season finds stocks badly broken 
or entirely depleted. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: America, $11.40 in doz. 
lots: $11.04 in case lots; Blue Bird, 
$13.20 in doz. lots, $12.84 in case lots; 
Black Bird, $18.96 in doz. lots, $18.36 
in case lots; Bunkie, $20.88 in doz. 
lots, $20.16 in case lots; Lookout, 
$13.20 in doz. lots, $12.84 in case lots; 
Sleepmeter, 315.12 in doz. lots, $14.64 
in case lots. 

AMMUNITION AND FIREARMS.— 
Demand for arms and ammunition 
shows signs of tapering off; fill-in 
business heavier than usual at this 
time of the year. 

AUTOMOBILE ACCESSORIES.—De- 
mand for regular winter items has not 
materially improved and will likely re- 
main quiet until cold weather stimu- 
lates interest; good holiday sales re- 
ported. 

We quote 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
Regular, 58c. each; Champion X, 45c. 
each; lots of 100, 41c. each; Champion 
Blue Box line, 53c. each; A. C. Titan, 
58c. each; lots of 100, 56c. each; A. C. 
Special Ford, 44c. each. 

Spot Lights.—Anderson, No. 
$6.50 each; Stewart, $5.67 each. 

Horns.—E. A. Electric (Ford), $4 
each. 

Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, $2.25 each; Sim- 
plex, No. 36, $1.80 each; Ajax, No. 
6, 90c. each; National Standard, No. 
21, $1.20 each. 

Pumps.—Rose, 1%4-in. cylinder, $1.55 
each. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
10 ner cent discount. 

Tires and Tubes.—30 x 3% 
skid, fabric, $8.65 each; cord, 
each; gray iyner tubes, 30 x 
$1.30 each; red inner tubes, 30 x 3%, 
$1.80 each. 


from jobbers’ stocks, 


3286, 


non- 


AXES.—Present prices will hold for 
balance of the season; shipments from 
factories somewhat improved. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-Ib., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
315 to $22 per doz.; according to qual- 
ity and grade of handle. 


BALE TIES.—Sales very quiet now, 
but there should be a good demand 


during cold weather. 

We quote from 

f.o.b. Chicago district: 
per cent discount, 


BOLTS AND NUTS.—Decline issued 

by local jobbers. There has been some 

reduction in bolt prices because of 
competition among manufacturers. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Small carriage bolts, 
rolled thread, 50-10 per cent discount; 
small carriage bolts, cut thread, 50 
per cent discount; large carriage 
bolts. cut thread, 50 per cent discount; 
small machine bolts, rolled thread, 
60-5 per cent discount; small machine 
bolts, cut thread, 50-10-5 per cent 
discount; large machine bolts, cut 
thread, 50-10-5 per cent discount; all 
stove bolts, 70-10 per cent discount; 
lag screws, 50-10-10 per cent discount. 


BUILDERS’ HARDWARE.—P rices 
firm all along the line; factories busy; 


deliveries slow. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 314 steel butts, 
old copper and dull brass finish, in 
case lots, $3.48 per doz. pair; 4 x 4 
steel butts, old copper and dull brass 
finish, in case lots, $4.74 per doz. pair; 
heavy bevel steel inside sets, case 
lots, $8 doz.; steel bit-keyed front 
door sets, $2 per set; wrought brass 
bit-keyed front door sets. $4 per set: 
cylinder front door sets, $8.50 per set. 


CHAIN.—Good demand reported; the 
market is not strong, though no price 
changes have been noted. 


stocks, 
ties, 70 


jobbers’ 
Bale 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40 per cent discount. 


CUTLERY.—tThe holiday demand for 
pocket cutlery, shears, scissors, razors, 
clocks, silverware, carvers, manicure 
sets, harnomicas, watches, icy hot 
bottles and kits is on in full swing. 
Present indications point to a record 
breaking season on these lines. 


ELECTRICAL MERCHANDISE. — 
Manufacturers have advanced _ the 
prices on rubber covered wire about 5 
per cent account advance in rubber 
and cotton. There is very liberal buy- 
ing by the retail trade of all kinds of 
electrical goods and radio for the 
Christmas business. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 14 rubber cov- 
ered wire, $7.60 per 1000 ft.; 1000-ft. 
lots, $7.35; No. 18 lamp cord, $15 per 
1000 ft.; 1000-ft. lots, $13.75; %-in. 
brush brass key socket, 20c. each; 
two-way plugs, 60c. each; in lots of 
10, 52c. each; one-piece attachment 
plugs, 13c. each; two-piece attachment 
plugs, 12c. each. Christmas tree out- 
fits, eight light extension, $1.75 each. 


EYE HAMMERS AND SLEDGES.— 
Prices unchanged; demand above nor- 
mal, 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or  black- 
smith’s sledges 5-lb, and heavier, llc 
per Ib. 


FIELD FENCE.—Manufacturers _re- 
port liberal orders from jobbers in 
anticipation of heavy demand about 
Jan. 1. Orders to jobbers improving 
and with March 1 dating on lots of 
1000 rods or more it seems like a 
good time to buy. 
We quote from jobbers’ stocks 
f.o.b. Chicago: Field fencing, 60% per 
cent discount from list. 


Reading matter continued on page 84 
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Just One Big Idea 


The one big idea back of Mc Kinney 
Hinges and Butts is to put the stuff in- 
to them that satisfies the merchant, the 
architect, the owner and the builder. 








CKINNEY 


inges Butts 


are specified and used in all grades of 
buildings. At any price, they are 
finely finished, accurately machined, 
easy to use and make for fast work. 
They sell fast for all these reasons. 








MCKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 


Western Office and Warehouse — Chicago 


Garage hardware, door hangers and track, door bolts and latches, shelf brack- 
ets, window and screen hardware, steel door mats and wrought specialties 
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FILES.—These lines remain un- 


changed; demand normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 65-5 
per cent off list; Nicholson files, 50-10 
per cent off list; Disston files, 50-10- 
10 per cent off list; Black Diamond 
files, 50-5 per cent off list. 


FOOD CHOPPERS.—Demand 
tinues in good volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Food choppers, Uni- 
versal No. 0, $15 per doz.; No. 1, 
$18.20 per doz.; No. 2, $22.25 per doz. 


GALVANIZED AND TINWARE.— 
Season-end overstocks have been liqui- 
dated for inventory and one prominent 
distributor has stiffened tub and pail 
prices, 5 per cent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 
ized-after-made water pails, 8-qt., 
91.89 doz.; 10-at., $2.15 doz.; 12-qt., 
$2.35 doz.; 14-qt., $2.65 doz.; galvan- 
ized wash tubs, No. 1, $6.10 doz.; 
No. 2, $6.80 doz.; No. 3, $7.90 doz.; 
5-gal. galvanized oil can, $7.50 to 
97.75 doz. 


GLASS AND PUTTY.—These markets 
have remained steady for some 
months; demand said _to be very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
B, up to 25-in., 85 per cent discount; 
over 25-in., 83 per cent discount; 
double strength A, all brackets, 84 
per cent discount. Putty, 100-Ib., 
kits, $3.70; commercial putty, $3.55; 
glaziers’ points, Nos. 1, 2 and 3, one 
doz. packages, 65c. 

HANDLED HAMMERS.—The trade is 
buying at the very attractive lower 
prices now ruling. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first quality 
nail hammers, $12 per doz.; 12-oz. 
ball pein, $8.80 per doz.; competitive 
forged nail hammers, $5.60 per doz.; 
cast steel hammers, $4 per doz. 

HATCHETS.—Confident buying is 
justified at the favorable new prices 
now effective which are about the 1922 


level, 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2 extra quality, 
broad hatchets, $17.15 per doz.; com- 
petitive grade, $12.40 doz.;  war- 
ranted shingling hatchets, No. 2, 
$13.15 doz. ; competitive forged 
shingling hatchets, No. 2, $8.45 doz. 

HICKORY HANDLES.—Sales_ con- 
tinue in large volume. 

We quote from jobbers’ stocks 
f.o.b. Chicago: Hickory handles, No. 

1 hickory axe handles, $4 per doz.; 
No. 2, $3 per doz.; finest selected sec- 
ond growth white hickory axe hand- 
dles, $6 per doz.; special white second 
growth hickory, $5 per doz.; No. 
hatchet and hammer handles, 90c. 
per doz.; finest second growth 
hickory hatchet and hammer handles, 
$1.50 per doz. 

HINGES.—Fine sales reported; stocks 

at factories reported low. 

We quote from jobbers’ stocks, 
f.o.b. Chicago. Heavy strap hinges 
in bundles, 4-in., $1.12; 5-in., $1.57; 
6-in., $1.93; 8-in., $3.21; 10-in., $4.92 
per doz. pairs. Extra heavy T hinges 
in bundles, 4-in., $1.74; 5-in., $1.85; 
6-in., $2.31; 8-in., $3.95; 10-in., 95.64 
per doz. pairs. 

ICE CREAM FREEZERS.—Fair fu- 
ture demand reported. 
INCUBATORS.—Orders continue to 
come in; future orders to date break 
all previous records. 

We quote from jobbers’ stocks, 
f.0.b. Chicago: Incubators, 35 per cent 
discount; brooder stoves, 30 per cent 
discount. 


LARD PRESSES AND SAUSAGE 

STUFFERS.—Sales picking up now; 

good stocks still reported. 
We quote from jobbers’ 


con- 


stocks, 
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No. 25 


f.o.b. Chicago: Enterprise, . 
$7.89 


4-qt., $7.28 each; No. 31, 6-qt., 
each; No. 35, 8-qt., 98.67 each. 


ICE SKATES.—Current business 
growing stronger; shortage unlikely. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key clamp, rocker, 
men and boys, bright finish, 76c. per 
pair; key clamp, rocker, men and 
boys, nickel finish, $1.10 per pair; 
key clamp, rockér, polished steel run- 
ners, $1.36 per pair; key clamp, 
hockey, women’s and girls’, $1.38 per 
% key clamp, rocker, women’s and 
girls’, $1.31 per pair; % key clamp, 
hockey, women’s and girls’, $1.38 per 
pair; screw-on hockey, $1.19 per pair; 
men’s ice skate outfits, $4.75 per 
pair, women’s ice skate outfits, $5 
per pair. 


LANTERNS.—Demand very good; 
wholesale stocks good; dealers have 
only normal stocks. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Dietz D-Lite, 913 doz., 
with large fount, $14.25 doz.; Little 
Wizard, $8.50 doz.; Blizzard, $13 doz. 


NAILS.—Demand steady; the market 
is strong. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.80 per keg, base. The extra for 
galvanized nails is now $2.25 for 1-in. 
= longer; $2.50 for shorter than 
-in. 

OIL STOVES.—Future orders coming 
in fairly well; March 1 dating being 
allowed. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burn- 
er, $28.50 each list; 4-burner, $35 
each list; Superfex 2-burner, $36 each 
list; 3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 per 
cent discount. Lots of ten or more 
are subject to 30-5 per cent discount. 


PAINTS AND OILS.—Linseed oil ad- 
vanced one cent. Turpentine declined 
2 cents and denatured alcohol advanced 
4 cents. 
We quote 
f.o.b. Chicago: 
Linseed Oijil.—Raw, barrel lots, $1 
per gal.; 5-barrel lots, 95c. per gal. 
Linseed Ojl.—Boiled, barrel lots, 
= per gal.; 5-barrel lots, 97c. per 
a 


from jobbers’ stocks, 


gal. 
 Nathasets eed lots, $1.07 per 


gal. 
Denatured Alcohol.—Barrel lots, 56c. 
per gal. 

White Lead.—100-lb. kegs, 14c. per 


100 Ibs.; 50-lb. kegs, 14%c. 
Ibs., 25-lb. kegs, 14%c. per 100 Ibs.; 
12%-lb. kegs. 14%c. per 100 Ibs. 
Dry Paste.—In barrels, 6c. per Ib. 
Shellac.—(4-lb. goods) white, $3.75 
per gal.; orange, $3.50 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ibs. 


PREPARED ROOFING.—Demand 
continues very active and will be good 
until winter weather; manufacturers 
claim present prices too low consider- 
ing costs; no changes announced. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.85 per 
square; best tale surfaced, 92.20 per 
square; medium tale surfaced, $1.50 
per square; light tale surfaced, 95c. 
per square; red rosin sheathing, $72 
per ton. 


PYREX OVEN WARE.—Sales excel- 
lent for the holiday season. 


We quote from jobbers’ 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles.—Round, No. 167. $12 
doz.; No. 168, $14 doz.; No. 183, $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 

Nursing Bottles.—Narrow neck, flat 
shape and wide mouth, 4-oz. (nar- 
row neck only), 80c. per doz.; all 
styles, 6-0z., $1.60 per doz.; 8-oz., $2 
per doz.; 10-o0z., $2.40 per doz. 


per 100 


stocks, 


December 6, 1923 


Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 
ea Pots.—2-cup, $20 doz.; 4-cup, 
924 doz.; 6-cup, $28 doz. 
Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 
RADIO.—Christmas_ sales will be 
record breakers; dcute shortage of 


vacuum tubes. 


REFRIGERATORS:—Future 
heavier than last year. 


ROLLER SKATES.—Christmas sales 
said to be excellent; a _ satisfactory 
volume has been placed for spring de- 
livery. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Union Boys’ skates, 
$1.55 pair; girls’ $1.65 pair; Chicago 
boys’, $1.45 pair; girls’, $1.55 pair: 
Chicago rubber tired, boys’, $2.75 
pair; girls’, $2.85 pair. 

ROPE.—Liberal orders being placed 
by the trade for early 1924. Manila 
rope is considered a favorable purchase 
at the low price recently established in 
this center. Current sales moderate in 
volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality manila 
rope, standard brands, 15%c. per Ib.; 
No. 2 manila rope, 14%c. per Ib., base; 
No. 1 sisal rope, highest quality, 
standard brands, 13%c., per lIb., base; 
No. 2 sisal rope, standard brands, 
124%c. per Ib., base. 


SASH CORD.—As cotton gets higher, 
the chances for further advances be- 
come more likely. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.35 per doz. hanks; No. 8, $12 per 
doz. hanks. 


SASH PULLEYS.—Demand excellent; 
steel pulleys unchanged in price; cheap 
cast pulleys have advanced. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
60c. doz.; barrels, 54c. doz.; Common 
Sense, 2-in., 60c. doz.; barrels, 54c. 
> No. 105, 57c. doz.; barrels, 53c. 

Oz. 


SCREEN DOORS.—Future bookings 
most satisfactory in view of the fact 
that the bulk of this business has al- 
ready been placed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Screen doors, No. 266, 
2-8 x 6-8, $23.15 doz.; No, 296, 2-8 x 
6-8, $28.20 doz., No. 311, 2-8 x 6-8, 
$33.20 doz.; No. 515G, 2-8 x 6-8, $40 
doz.; Window screens, No. 1833, 35.30 
doz.; No. 2433, $6.50 doz. 

SCREWS.—Stocks complete; demand 
very good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 80 per cent new list; round 
head blued, 78 per cent new list; flat 
head brass, 76 per cent new list: 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list. 


SLEDS AND COASTER WAGONS.— 
Christmas sales very good and exceed 
last year. 


SOLDER AND BABBITT METAL.— 
Prices higher and firm; tin and lead 
market continues strong. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Warranted 50-50 sold- 
er, $28 per 100 Ib.: medium, 45-55 
solder, $27 per 100 Ib.; tinners’, 40-60 
solder, $26 per 100 Ib.; high speed 
babbitt metal, $20 per 100 Ib.: Stand- 
ard No. 4 babbitt metal, $11 per 100 Ib. 


STEEL SHEETS.—Stocks here com- 
plete; sales continue active. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.85 per 100 Ib.; 28-gage 
black sheets, $4.70 per 100 Ib. 


STOVE PIPE AND ELBOWS.—Ship- 


orders 


Reading matter continued on page 86 
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MORE THAN 25 MILLION 
ADVERTISING PAGES OF 


R-W Products 





CIRCULATION 
DEALERS MEDIA 55,690 
Aacn.Conta.6 Bioc Meow =-124, 331 
INDUSTRIAL MEDIA =—- 92,124 
Consumers Macazines 2,169,084 
TOTAL 2,441,229 


UNITED STATES 2,386,060 


mn of Me 


Carrying R-W Advertising 


The acknowledged high quality of R-W products is not the only reason for their 
wide-spread popularity. National advertising, for a number of years, has done much 
to give them their dominant position in the hardware world. 





R-W 
“Slidetite” Garage Door 
Hardware. 
Barn Door Hangers. 
House Door Hangers. 
AiR-Way Maultifold 
Window Hardware. 


Door Closers and 


Checks. 
Mounted Grindstones. 
“Ideal”? Elevator Door 
Hardware. 


OveR-Way Conveying 
Equipment. 











Richards-Wilcox Mf 


orany Door that Slides 


AURORAILLINGIS.U.SA, 


RICHARDS-WILCOX~ CANADIANY* CO. 13 
Montreal 


More Help for R-W Dealers 


This year our investment in na- 
tional advertising will be greater 
than ever before. In all, 25 million 
pages of R-W advertising will be 
read during 1923. 


This means that many additional 
thousands of buyers of R-W prod- 
ucts will be created, and that the 
already great demand will be enor- 
mously increased. Dealers every- 


where will be certain to feel the in- 
fluence of so extensive a campaign. 


It will be to the interest of every 
dealer carrying R-W products to tie 
up with this campaign by making 
use of the various dealer helps 
which we gladly supply without 
cost. As for the few dealers who 
do not already carry R-W products, 
there surely is no better time at 
which to put them in stock. 


Illustrated catalogs describing any one or all of the many 


R-W products will be sent you on request. 


quiry to Department A. 


\ Hanever 


Winnipeg LONDON, ONT. 


Address your in- 


Chicago 
Minneapolis 
Omaha 
Kansas City 
Los Angeles 
San Francisco 


10. 
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ments being made promptly; prices 
unchanged. Due to the season, the 
demand more quiet. 


We quote from 
f.o.b. Chicago 
Stove Pipe.—‘0-gage, 6-in. nested 
blued pipe, $14 per 100 joints; 28- 
gage, $16 per 100 joints; 26-gage, $18 
per 100 joints. 
Elbows.—6-in. blued, corrugated, 
$1.45 doz.; 28-gage, $1.60 


jobbers’ stocks, 


Coal Hods.—Galvanize -d, 17-in., $5.40 
per doz. 


HARDWARE AGE 


to the trapping season now on in sev- 
eral States; stocks still in good shape. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Triumph No 52 
doz.; No. 1, $1.83 doz.; No. » 
doz.; No. 2, $3.60 doz.; Triple ‘Clutch, 
115X, $2.75 doz.; No, 215X, $4.88 doz.; 
Victor No. 0, $1.65 doz.; No. 1, $2 
doz.; No. 1%, $3.05 doz.; No. 2, $3.97 
doz.; Oneida Jump No, 1, $2.38 doz.; 
No. 1%, $3.48 doz.; No. 2, $5.37 doz. 


WIRE GOODS.—More active demand 
for barbed wire; wire cloth and poultry 
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No. 9 galvanized plain wire, $4.15 
per 100 lb.; polished fence staples, 
$4.25 per 100 Ib.; catch weight spools 
painted barb wire, $4.30 per 100 Ib.; 
12-mesh black wire cloth, $2.10 per 
100 sq. ft.; 12-mesh galvanized wire 
cloth, $2.45 per 100 sq. ft.; 14-mesh 
bronze wire cloth, $6.70 per 100 sq. 
ft. in 50-ft. rolls; galvanized before 
poultry netting, 45-10 per cent dis- 
count; galvanized after poultry net- 
ting, 45 per cent discount. 


WRENCHES.—No new developments; 
stocks good; demand normal. 


Stove Boards.—Crystal. 33-in., $23.90 
per doz. 


TOYS.—Many manufacturers are sold 
up for the season; volume considerably tah, Cideene: 
ahead of last year; no doubt stocks will wire, 


all booked. 


TRAPS.—Sales opening up well, due 


netting future business is practically We quote from 


jobbers’ 
. & black annealed 
$3.70 per 100 Jb.; 
be broken soon. spool galvanized cattle or hog wire, dle wrenches, 

$4.60 per 100 Ib.; 
vanized hog wire, 


We quote from 


80-rod spool gal- 
$1.98 per spool; 


jobbers’ stocks. 
f.o.b. Chicago: Agricultural wrenches 
60 per cent off list; Coes wrenches. 
40-10 per cent off: engineers’ 
wrenches, 25 per cent off; knife han- 
40-10 per cent off 
Stillson, 60-10 per cent off; Trimo, 
60-7% per cent off. 


stocks, 


catch weight 


Less Activity in New England Markets 
—Price Outlook Uncertain 


(Boston office of HARDWARE AGE) 
ROADLY speaking there has been little change in 
the New England hardware market. Little things, 
however, have developed that make the outlook less 
bright than heretofore. While some retail dealers enjoyed 
a very fair pre-Thanksgiving trade in dinner table acces- 
sories, pans, pots and the like, there was not the punch 
in public buying noted in former years at this time. Most 
retail dealers and by most we mean those outside as well 
as inside the hardware business are not doing as well 
as anticipated. Weather conditions may or may not 
have something to do with it yet the fact remains that 

people are not spending money as freely as they might. 
The retail hardware trade is perhaps showing slightly 
more interest in Christmas goods, but shelf hardware 
jobbers say there is not enough activity to the buying. 
These same jobbers are still able to say they are book- 
ing business on a larger scale than a year ago, but orders 
are not rolling in as they were back in September and 
October. Again, the jobbers have been and are making 
drive on collections. A large majority of the retail 


AXES.—Remarkably good. Almost 
every individual order the jobber re- 
ceives calls for small quantities, but 
the same retail dealers appear to be 
buying over and over again. Jobbing 
stocks are small on this particular line 
of merchandise. We 
We quote from Boston jobbers’ stocks: 
oe bit, $14.50: per doz. pew vee. 
base; double bit, $19.50. With han- 
dies, single bit, $18.75 per doz. 
CARPET SWEEPERS.—Retail dealers 
are laying in a good assortment of $6.50: No. 305, 
carpet sweepers for the holiday trade. per cent. 
Here again the individual order con- Kiddie 


grades of stock. 


general thing, but the volume of busi- * Kiddie Pedal 


ness in the aggregate is satisfactory. each; No. 155, 


We quote from Boston jobbers’ per cént. 
stocks: " ' list; No. 7 
Carpet Sweepers.—Grand Rapids, per cent. 
japanned, $44 per doz.; nickled, $49; 
Standard, japanned, $36; Universal, 
ge mee $42; nickled, $46; Ameri- 

can Queen, $54. 

Vacuum Sweepers.—Universal, No. 
3720. $35 each. in lots of three. $33; 
in lots of twelve, $31.50; No. E7201, 
with attachments, $41. 50 each: in lots 
of three, $39.50; in lots of twelve, $38. 


CARTS AND WAGONS. — Slightly 
more interest is ‘being shown by re- 
tail trade for holiday distribution. 
Care is being used by the average 


chain are in 


stocks: 


buyer to get as good an assortment as fs-in., 15c. 
the amount of money set aside for an 
investment in such goods will permit. Ib.; %-in., l5e. Ib. ; 
Cheap goods not in much favor, the lic. per Ib. 
demand running largely t¢ the better 


quote from Boston 
Sherwood Line.—Coaster wagons, 
rubber tire disk wheels, 
No. 28, $8.25, list; No. 32, $9.10; No. 
34, $9.90; No. 38, 
Discount to trade, 

Kiddie Karts.—No. 
No. 302, $4.50; No. 


33% per cent. 


303, $5.50; No. 304, 


rae: —No. $2.25 
each; No. 102, $3; 
cerns a small amount of goods, as a 104, $4.50; No. 
Kars.—No. 154, $6 


Kiddie Koasters.—No. 705, 
06, $15. 


Kiddie Skooters.—No. 805, $6 list. 
Discount 33% per cent. 


CHAIN.—The call for tire chain con- 
tinues on a large scale. On some makes 
prompt deliveries are made by jobbers, 
and on others slow. 
limited demand, with 
wholesale stocks comfortably large. We 


We quote from’ Boston 


Machine Chains. — Twist lengths, 


trade is paying its bills, but the drive has developed 
numerous weak spots that don’t look well in our economic 
picture. Shelf hardware jobbers continue to plug hard 
on 1924 spring business, but the harder they work the 
more competition is encountered, often involving the ques- 
tion of price. The situation on futures, purely from the 
distributors’ viewpoint, therefore is not as healthy as it 
might be. 

Hardware manufacturers’ prices are virtually un- 
changed. There may or may not be changes during the 
next month. The manufacturers themselves are not say- 
ing much regarding the price outlook. Mill supply houses 
are busy, but not as much so as on Nov. 1, which is but 
naturai. Their customers are getting ready for or are 
beginning inventory and naturally desire to do as little 
buying as possible. Open weather conditions have helped 
to hold heavy hardware sales to a level well above those 
reported a year back, but jobbers generally are carrying 
larger stocks than desired at this time. The general out- 
look therefore does not appear quite as bright in hard- 
ware circles as heretofore. 


per lb.; %-in., 13c. per 
long or open 
16%c. per 
gz-in., 14c. 
fs -in., iige. per Ib.; %-in., 


og Coil Self-Colored Chain.— 
, $14.65 per 100 1b.; %-in., $12. 85; 
ft? 20) %-in. $9.70: ¥,-in. 
Y-in., $9 10; %-in., $9.75; ae 
ray %-in., $9.10; 1-in., 38.80 
For less than 110 Ib. about 2c. a 
pound additional is charged. 


COTTON WASTE.—Jobbers now quote 
cotton waste in 1 lb. packages at 74 
cents per lb., that price representing 
a liberal appreciation. In fact, the 
market for all kinds of cetton goods 
is exceptionally strong due to the fact 
that cotton, the staple, is selling for 
more money than at any previous time 
since 1920. 

CUTLERY.—A larger interest is 
shown by the retail trade in cutlery. 
The call for pocket knives, scissors and 
shears is, perhaps, better than at any 
previous time this season. It neverthe- 
less could be better. Assortments 
carried by jobbers are large enough 
and sufficiently varied to fit the pocket- 
book of the average retail merchant. 
quote from Boston jobbers’ 


Ib.; fe-in., 12%c. per Ib.; 
length link ge - -in., 


per Ib.; 


jobbers’ 


No. 40, $12.35. 
301, $3.50 each; 


Discount 3314 


103, 33. "15: No 


” $5. Discount, 


Disc ae. 4 3314 


$13.50, 
Discount, 331% 


Other kinds of 


stocks: ; 
Straight Shears. — Universal lin¢ 
japanned, 6-in., $8 per doz. net: 6'» 


jobbers’ 
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THE GRISWOLD BOLO OVEN 
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Trade Mark 
Reg. U.S. Pat. Off. 



















contains the only real improvement 
ever made in portable ovens 


T IS the removable air circulat- 
ing chamber! In two seconds 
you can turn the full-size oven into 
a small oven. The saving in space 
means a big saving in fuel. And 
it turns it into a double oven. The 
Griswold Bolo is the only oven that 
will bake fast and slow at the 
same time. 


Every feature of its construction 
is an argument that makes it easy 
to sell a woman a Griswold Bolo 
Oven. Doors, with non-warping, 
rolled edges, that close tight like 
a refrigerator; well-tempered glass 
in doors for watching baking; 
nickel-plated steel hinges with mica 
windows; nickel-plated stamped 





‘THE GRISWOLD MEG. CO., Erie, Pa., U.S.A. 


Makers of Cast Iron and Cast Aluminum Extra Finished 
Cooking Utensils, Waffle Irons, Food Choppers, Safety 
Fill Tea Kettles, Bolo Ovéns and Gas Hot Plates. 


steel corner pieces on a non-rust- 
able, top; 
bottom plates, closed all around 
sides and flush with door opening 
so that crumbs and dirt may be 


black- enameled oven 


brushed out. 


The Griswold Bolo Oven has 
been tested by the Good House- 
keeping Institute, and their star of 
adver- 


approval appears in our 


tising. 


The Griswold Bolo Oven comes 
in two sizes, with or without glass 
door. Send now for prices and 
information on Griswold Bolo 
Ovens and all Griswold cooking 


utensils. 
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in., $8.50; 7-in., $9; 7%-in., $9.55; 8- 
in., $10. 10; 9- in., $12. Nickel- I-plated, 
6-in., $9.15 . $9.5 

$10.10; ade -in., 75; 
9-in., $14 Left hand, 7%-in., 

Bent Trimmers.—Japanned, i 
$9.55; 8-in., $10.75; 9-in., $13.55; 10- 
in., $16. 90. 

Barbers’ Shears. — Nickel - plated 
714-in., $12 per doz. net; 8-in., $12.80. 

cissors.—Pocket, 4-in., $8.35 per 
doz. net; 4%-in., $8.65. Embroidery, 
3Y%-in., $7.65: 4-in., $8.35. Ladies, 
4-in., $8.35; 4%4-in., $8.70; 5-in., $9; 
6-in., $10.35. 


ELECTRICAL GOODS.—The market 


for electrical goods is increasingly ac- 
tive. Articles that have proved best 
sellers in the past are again the 
favorites this season. 


We quote from Boston jobbers’ 
stocks: 

tron.—Demanco, No. 5, $3.50 a doz. 
net; in lots of five, $3.25. Domestic 
$5 list, in less, 30 per cent discount; 
in lots of six to 23, 30 and 10 per cent 
discount; in lots of 24 and more. 
per cent discount. Thermax, 
net. Quality line Nos. 902, 905 
909, $6.75 list; Nos. 9091 and 9191, 
$7.70, in lots up to five, 25 and 10 per 
cent discount, in lots of six or more, 
35 per cent discount. 

Toasters.—Star, $3.50 net each; in 

lots of 12, $3.35 each; in lots of 25, 
$3.25 each; in gross lots, 
Universal line, No. 946, 
No. 945, $7.50; No. 947 (reversible), 
$8. Discount in lots up to five, 25 
and 10 per cent; in lots of six or 
more, 35 per cent. 

Curling trons.—Improved, $1 each 
net. Universal line, No. 9801, $6.25 
each list; No. 9201, $6.75; No. 98011, 
with comb, $6.75; No. 92011, with 
comb, $7.25; discount in lots up to 
five, 25 and 10 per cent; in lots of 
six or more, 85 per cent. 


FOOD CHOPPERS.—More and more 
orders for food choppers are being 
booked. Jobbers at first attributed 
the buying to pre-Thanksgiving house- 
hold wants, but the manner in which 
retail dealers are ordering is convinc- 
ing proof that choppers should be 
listed among holiday goods. 

We quote from Boston jobbers’ 
stocks: 

Food Choppers.—Russell & Erwin 
line, No. 1, $27 per doz. list; No. 2, 
$33; No. 3, $42. Discount, 25 and 10 
per cent. 


GUNS AND AMMUNITION.—The 
epening of the deer’ season in 
Massachusetts has put a little more 
life into the gun and ammunition 
market. 

We quote from Boston jobbers’ 

stocks: 

Ammunition. — Loaded _ shells, 25 
and 1 per cent discount; rim fire car- 
tridges, 25 per cent discount: center 
fire cartridges, 18 per cent discount. 

Drop Shot.—Smaller than B, $2.50 
per bag; B and larger, $2.75 per bag: 
Air Rifle, Boy Scout, shot, $4.65 per 
case. 

Guns.—Stevens’ line, 12 gage, 28 
in., single shot. $9 each net; 16 gage, 
28 in., single shot, $9: 12 gage, 30 in., 
single shot, $11: 12 gage, 28 in., 
double shot, $18.50; 12 gage, 30 in., 
double shot, $90.75; 12 gage, 30 in., 
hammerless $20.75 to $24.30; Savage 
line. shot, 12 gage, 30 in., $14.75. 


HANDLES.—Axe handles enjoying a 
slightly better than pre-war normal 
demand. Local stocks are broken in 
spots and presumably will continue so 
inasmuch as jobbers are not dnxious 
to load up with more stock at this time. 

We quote from Boston jobbers’ 
stocks: 

Handles.—Axe, hickory, first qual- 
itv. 28-in.. $6.75 ner doz. net: 30-in. 
$4.99; 32-in., $4.99. Pick, 36-in., $7.67 
per doz. net. 


KEGS.—Early in the season jobbers 
could not begin to supply the demand 
for kegs, but buying grew progressive- 
ly quieter until today there is prac- 
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tically nothing doing in the market, 
Retail dealers, generally speaking, 
have cleaned up, but jobbers are less 


fortunate. And yet cider production 


in New England is breaking all previ- 
In contrast, glass jar 
manufacturers are simply buried with 


ous records. 


business, 


We quote from Boston jobbers’ 
stocks: 

Cider Kegs. —Red oak, mee and 
outside finished, 5-gal., 


net; 10-gal., $2.30; 15-gal., " 

gal., $2.95; 25-gal., 43.30: ; 30- -gal., 

93.65; 50-gal., $5.3 
PLUMBERS’ aiid cmesudes 
continued activity in building trades 
lines, there is an exceptionally good 
call for plumbers’ torches. The de- 
mand does not run to any one particu- 
lar make, but is spread out over a 
number. 


We quote from Boston jobbers’ 
stocks: 

Plumbers Torches,.—Clayton & 
Lauuner ., No. 208, 1-qt., $7 each; 
No $4; No. 146, 1-qt., 
$3.60; Mervin” $1. 


ROOFING MATERIAL.—A §satisfac- 


tory market for all kinds of roofing 


material is reported. The high cost of 
wooden shingles is a booster for pre- 
pared kinds. Prices are steady and un- 
changed. 


We quote from Boston jobbers’ 
stocks: 

Roofing Paper.—Birds line, Univer- 
sal one-ply, $1.17 per roll; 2-ply, 
$1.50; 3-ply, $1.88. American Ready 
Roofing line, 1-ply, $1.78; 2-ply, 92.17; 
3-ply, $2.56. Granitized, 2-ply, $1.78; 
3-ply, $2.11. 

Shingles.—Neponset, twin, $6. pm per 
square American, twin, $4 15: Amer- 
ican four, asphalt, $4. 75; Proslate, 
individual, $6. 

Wallboard.—Neponset, $35 per 1000 
ft.: American, 68. 

Paper.—Bermico spuathing, $85 a 
ton; tarred felt, $61.50 


SAFETY RAZORS.—Along with the 
better feeling in cutlery market 
circles, an increased amount of inter- 
est is being shown in safety razors 
for the holiday trade. But due to the 
keen competition among retail dis- 
tributors of such merchandise, the 
individual hardware dealer is ordering 
in small quantities. 


ware man’s mind. 


We quote from Boston jobbers’ 
stocks: 

Safety Razors.—Autostrop, model 
C, 65c. each net. Autostrop, No. 1, 
black, green, blue and maroon, $5 
each list; ivory $6 list. Discount 25 
per cent and 25 and 10 per cent, ac- 
cording to quantity. Gem, new model, 
assorted cases, in lots of less than a 
doz., $9; in lots of a doz., $8.40; in 
lots of three doz., $8 per assortment. 
Eveready, New model, prices the 
same as on Gem. Gillette, one-blade, 
Naval Set, 41%c. each net; Gold 
Shawmut, two-blades, 75c. or $8.40 
per doz. packed in one-doz. container 
new improved model, silver plated, 
95 each list, gold plated $6 discount 
in less than doz. lots, 25 per cent, 
in doz. lots, 25 and 10 per cent. 

Blades.—Autostrop, five in. set, 50c. 
per set, ten in set, $1; discount 25 per 
cent. Gem, six to a set, 35c. per set, 
in one gross lots, 33c. per set, in 
three gross lots, 3lc. Eveready, six 
to a set, 29c. per set, in one gross 
lots, $6.92 per gross, in six gross lots, 
$6.48 per gross. Gillette, six to pack- 
age, 50c. per pkg.; twelve to pack- 
age, $1, less 25 and 10 per cent dis- 
count. Durham Duplex, sets of five, 
50c. per set less 25 per cent dis- 
count; 60 sets less 25 and 5 per cent 
discount; 120 sets less 25 and 10 per 
cent discount. 

Quite often manufacturers and job- 


Variety seems to 
be the thing uppermost in, the hard- 
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bers do not maintain regular quan- 

tity prices. 
SHOVELS.—A sudden and unexpected 
snowstorm in parts of New Hampshire, 
Vermont, western Massachusetts and 
western Connecticut since last reports 
has speeded up the movement of snow 
shovels out of jobbers’ stocks. Demand 
appears about evenly divided in steel 
kinds between long and D-handled 
stock. The old fashioned wooden 
shovel is still a very good seller. 


We quote from Boston jobbers’ 
stocks: 

Snow Shovels.—Long handle steel, 
$5.50 per doz. net; steel D handle, $6; 
split wood D handle, $6.50; Massa- 
chusetts long handle, $8.75; Massa- 
chusetts D handle, 5 

Fire Shovels.—Japanned, No. 54, 
72c. per doz.; No. 86, 84c.; No. 80, 
60c. Galvanized, No. 254, 78c. per 
doz.; No. 256, 94c. 


SILVERWARE.—Some low-priced 
silverware is finding its way on the 
market, due it is reported, to the desire 
of a New England manufacturer to un- 
load stocks. Prices on most standard 
lines hold well, however, but business 
in all lines is not as good as jobbers 
would like to see. 
We _ quote from Boston jobbers’ 
stocks 
Sliverware. —Community plate, 20 
year guarantee, teaspoons, $1.75 per 
doz. net; dessert spoons, $3.35; table- 
spoons, $3.50; table knives, $4.40; 
forks, $3.50; complete household sets, 
26 pieces, 97.4%. Fifty-year guaran- 
tee, teaspoons, $4.50 per doz. net; 
dessert, $8.71; table, $9; table knives, 
$9; forks, $9; complete household 
sets, 26 pieces, $17.25. 
TOYS.—Retail dealers in general are 
still indifferent to toys. Those located 
in some of the most remote New Eng- 
land points, however, are getting in 
stocks or ordering same. 
We quote from Boston jobbers’ 


stocks: 

Toys. — Tail-O-Wags, No. 
per doz. net; No. 430, 
$16. Wheelbarrows, 
Sand wagons, No. 
$16.50. Hay wagons, No. 610, 
$18.20. Foot Racers, No. 450, $16.50. 
Rock-A-Tot, No. 475, $45. ‘Seesaw, 
No. 551, $54. Circle, "$74.25; No. 510, 
$81. Motor boat, ‘No. 575, $46.20, 

No. 580, $69.30. 


WATCHES.—The demand for low- 
priced watches continues in excess of 
the supply and jobbers are still behind 
on deliveries. Indications are we will 
come up to Christmas with a short 
market notwithstanding efforts on the 
part of manufacturers to supply the 
trade, 

We quote from Boston jobbers’ 
stocks: 

Watches.—Yankee new model, 91. 27 
each net; Eclipse, $1.90; Junior, "$2.2 
Midget, $2.22; Ingersoll, or sdiciite 
dials, Yankee, $1.90; Eclipse, $2.50; 
Midget, $2.70; jeweled models, Water- 
bury, $3.15 each, gold-filled, $5.70 
each; Reliance, $4.40 each; gold- 
filled, $6.30; New Haven, Buddy, 
$1.05 each. 

WEDGES.—There is, perhaps, a little 
more doing in wedges, but business is 
by no means brisk. 

We quote from Boston jobbers’ 
stocks: 

Wedges.—Wood choppers, Truckee 
pattern, 9%c. per Ib. 

WINDOW FASTS.—Jobbers hereto- 
fore quoting Merrill storm window 
fasts at $7.50 per doz. net, are now 
doing business on a $7 basis. Doblers’ 
line jobs out at $1.25 per doz. net. 
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The Original “KIDDIE-KAR’’ and “KIDDIE” Lines Make 


A Record 


Since the production of the very first “KIDDIE-KAR’” the quality 
of material and workmanship of the entire line of White’s “KID- 
DIE” Vehicles has had the whole-hearted support of the trade 
and public. 


As early as September 7th the sales of “KIDDIE-K AR” 
and “KIDDIE” Vehicles passed the best records of any 


previous full year’s production. 


We want, therefore, to express our appreciation to the trade for 
the co-operation extended by them, which has already made 1923 
the largest, by so substantial a margin, of any year in our history. 


A good part of this remarkable increase is represented by business 
from dealers who have abandoned substitutes and stocked the 
original “KIDDIE-KAR” and “KIDDIE” lines exclusively. 


The quality of the “KIDDIE-KAR” and “KIDDIE” lines will be 
kept up to the original standard and we shall continue to produce 
a line of juvenile vehicles which will prove worthy of this gratify- 
ing support of the trade. 


The members of the Kiddie Family of Juvenile Vehicles are: 


Kiddie-Kar, Kiddie-Pedal-Kar, Kiddie-Kart, Kiddie-Koaster, Kiddie-Skooter 
Kiddie-Road-Ripper 


H. C. WHITE COMPANY, North Bennington, Vt. 
New York Sales Office—Fifth Avenue Building 
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Prices on Finished Steel Products 
Inclining to Lower Level, Says Pittsburgh 


(Pittsburgh office of HARDWARE AGE) 

HE big movement in sales of pig iron, referred to 

in our reports of the past two weeks, seems to have 

about spent its force, as the market has settled 

down again, and at present is quiet. From the time the 

heavy buying started until it was over, more than 1,000,- 

000 tons of iron were sold, this quantity, it is said, being 

the largest amount of pig iron ever sold in two weeks’ 
time in the history of the pig iron trade. 

A few days ago, several large producers of iron that 
had sold heavily marked their prices up from $1 to $2 per 
ton, and this is largely the reason why consumers that 
have not .yet covered, refuse to buy, and are waiting to 
see whether the advances are going to hold. So far, this 
heavy selling of pig iron has not affected the steel market, 
buyers still pursuing the policy of buying only what they 
must have, not desiring to anticipate their needs even for 
a short period ahead. This policy of light buying which 
has been in effect for some time, is now having the effect 
of causing some of the smaller steel mills to make some 
slight concessions in prices in order to take business away 
from other mills that so far are holding regular prices 
firm. It is known that most of the mills have quite a fair 
tonnage of quick shipment orders on their books, this 
showing two things, first that the buyers are running 
short of material, and second, if the mills continue to 
adhere to their prices they are certain to get more business 
in the near future than they have been getting for some 
time. Perhaps the strongest feature of the market is that 
stocks are low, and must soon be considerably replenished. 

Operations of the blast furnaces and steel mills con- 
tinue to grow less. At present the Steel Corporation is 
down to a rate of about 80 per cent of capacity, while 
the independent mills are not doing better than about 
65 per cent. These rates of operation will go lower in 
December, as the jobbers and consumers take inventory, 
and will not buy a pound of steel that they can get along 
without until January. 


The active items in the finished steel list are steel rails, 
tin plate, sheets, and to some extent wire products and 
steel pipe. On these products, the mills are pretty well 
filled, especially rails and tin plate, on which they have 
all the orders they can fili up to next July. 

Prices on finished steel products are inclined to a lower 
level. Sheets have been slightly shaded by some mills over 
the last month or more, and now some plate mills are 
shading the regular price of about 2.50 cents from $1 to 
$2 per ton. Wire products are also being shaded in some 
sections, but it is said the larger wire mills are holding 
firm. In sympathy with firmer market on pig iron, scrap 
is also stronger, and there is more real buying than for 
some time. With the new year only a month away, the 
market is likely to be very quiet in December, but we look 
for quite an active buying movement to start very early 
in January. Sentiment is decidedly better in this district, 
and optimism is more prevalent than for three or four 
months. 

Reports of conditions in the hardware trade are not so 
encouraging. Local jobbers say there has been a falling 
off in trade, while the retailers report that current busi- 
ness, except in holiday goods, is not up to expectations. 
There is a fair amount of new buying in seasonable goods, 
and jobbers say they are now booking for spring goods 
such as door and window screens, poultry netting and 
wire cloth. Prices on these goods are practically guaran- 
teed against decline, and jobbers are urging their trade 
to get their orders in early in order to be assured of the 
goods when needed. Both jobbers and consumers are buy- 
ing with conservatism, believing that prices on some lines 
will be reduced very soon after the first of the year. The 
fact that manufacturers are pretty well caught up on 
back orders, and are now making prompt deliveries, 
strengthens this belief, the thought being that just as soon 
as they reach the point where they want orders they will 
then readjust their prices to a lower basis. Collections 
have slowed up perceptibly recently. 





PITTSBURGH BASE PRICES 


Note: It should be understood that prices given below are f.o.b. mill, Pittsburgh, and are quoted only for car 
loads or larger quantities. For smaller lots, the usual advances apply. 


Annealed Fence Wire, base, per 100-ID.. 0... cc ccc cree creer ever ncrcccccesereesesseee $2.90 
Bright Plain wire, base, per 100-lb 2.75 
Galaaniesa Wine, Wo. &, Miche, ee VOR coc vio. con occ w stn ties bed wee eo 050s) ee 
Gaivanined Harhed, Gass, MOP POGAD sn 6 ccc ckoce ccc cr eseecteweversssrceteoes ewes 3.80 
eee a eee Er ere te ee eee er ee eS 3.25c. 
ee a eS ee ee ee eee ee ee re eer ree rr 
SOC, VRN,- FS ey Ee Ns oo Sa ah oe bale cs wre ed dhe web wh sew breels owls Sip d bibs ed Smee 
Sheets, salvanined, 26 GOSS, POP Wa. unc ccicccvccesccowtesswesesoreosercecsevavesegs 5.00c. 
OTe TG” HOG = BINT GPs. oie she wie o's 00 ee 0 0 ot Webbe vistas we COE ees 6 Oe Es Kees Bla 2.40c. 
Spikes, % and larger, base, per 100-lb 

Tim Pente, Origst, PEF BASS WOK... ccc eve sc cccccvoerwoes ; 

_iccn. Sf SR APT rrr ere ee ee eee 
Woven Fence, car lots to jobbers 67% off list 
Woven Pence, Car lORGS tO TOtMMOrem. 2. ccc ccc nce vedere crscsrerrtvevsscrens 65 off list 


Freight Rates 


All freight rates from Pittsburgh on finished iron and steel products, carload lots, per 100 Ib.: 
Philadelphia, domestic .$0.32 3uffalo 26: St. Louis Pacific Coast & 
Philadelphia, export... 0.235 Cleveland 2 Kansas City Pac. Coast, ship plates 1.34 
Baltimore, domestic... 0. Cleveland, Youngstown Kansas City (pipe)... Birmingham 58 
Baltimore, export .225 Comb. 0. St. Paul ; Memphis f 
New York, domestic... 0. Detroit 29 Omaha § Jacksonville, all rail.. 
New York, export 255 Cincinnati ‘ Omaha (pipe) Jacksonville, rail 
Boston, domestic Indianapolis od Denver 1.27 water 
Boston, export ).255 Chicago Denver (pipe) 5 New Orleans 
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that’s true 


If you are a sportsman, besides being a hardware 
THAT $10 LETTER dealer, you know that’s true. 


DON’T FORGET 


Your name would look well on a du Pont check 
for $10, wouldn’t it? There is one in our office, P ” , ‘ 
NOW, waiting to have your name written on it. Nothing is more conducive to a good day in the 
And the moment we decide to publish your letter fields than those two factors; plus the supreme and 
telling how you made a sale of du Pont Standard - 
Loads that check will be mates to you. And every- absolute confidence that comes from knowing that 
one writing us a letter will receive a year’s free : : . 
subscription to the du Pont Magazine—which will your loads will bring down your birds. 
—_ every sporting goods salesman increase his 
sales. 


Take five minutes, the first chance you. get. and And your logical and overwhelming choice will 
write your letter. Mail it to “Contest Editor,” a * 
at our Wilmington address and place yourself in the naturally be du Pont Standard Loads. They con 


way of a perfectly good ten dollar bill, tain the world’s standard sporting powder in the 


STANDARD LOADS of load you personally prefer because it suits you best. 
— aoe — 


[DUPONT (Bulk) smoxevess E. I. du Pont de Nemours & Co., Inc. 
Kind of Game | sees esse] eens ona] oan scr), J. Sporting Powder Division 
Turkey T. |e Wilmington, Delaware 
Geese x WW" j 
i a APR sec el” 
| Large Duck: 3% |I-o} 14 % 
MedumDucks| ||| || 
Grouse \ | 
Prairie Chicken | 3% | I "% f 
"Squires — | |i). |. | 
Rabbis j 
Small Ducks) |) | H | i} 
Pheasants \ 3% |e! 2% 1} 
\ | ‘esi 6 


| 
ugil }| | 
mipe 1 3 








}1 
3 lie] [1 
4 








loodcock || { 
Shore Birds }. Si ae Bee = 
Reed 6 Rail Birds | m% |1]}] M% | %} 10 
“7 i z—Thhhlam TTT Ue | met 7 
| Trapshooting| 3 |i] 2% [1] 2% | %*} 7% | 
BALLISTITE (Dense) SMOKELESS 
If BALLISTITE ( dense) Powder is desired order by geins. 
A comparison follows of Bulk and Dense Load 
DRAMS GRAINS DRAMS RAINS 
34 equivalent to 26 7A equivalent to 20 
3% . . g Va 6 
24 2 lo 
2” . 72 1% ° 14 
# In 12-Gauge loads only, Use No.2 Shot 
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Kids Sure Want 
These Sets 


When dad rakes the leaves, 
son wants to rake too. When 
dad digs, son is right on the job. 
Every kid loves to work like 
dad, and he wants his own tools, 
just like dad’s big ones. 


Your market for Arcade Gar- 
den Sets is only limited by the 
number of youngsters in your 
community. Get them out where 
the boys can see them. A look 
will start them wanting. And 
when a boy wants something 
he’s the most persistent sales- 
man there ever was. You can 
count on him to do your selling 
for you. When dad comes along, 
he’s all ready to buy. 


That’s why these Arcade Gar- 
den Sets are so easy to sell. 
They literally rake in the dollars 
for you. Write us for our cata- 
log, No. 30, giving full informa- 
tion on these sets, and other fea- 
tures of the Arcade line of hard- 
ware accessories and cast iron 
toy novelties. 


Arcade Manufacturing Co. 
Freeport, Illinois 


ARCADE 


HARDWARE 
and TOYS 
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AXES.—In spite of intimations from 
the makers that prices on axes will 
not be reduced in the near future, the 
trade here inclines to the belief that 
just as soon as they get pretty well 
to the end of their orders, they ‘will 
be in the mood to make the changes in 
prices that the jobbers now insist 
should be made. Demand is fair, and 
deliveries by the makers are much 
better. 


We quote from jobbers’ stocks, 
f.o.b. Pittsburgh, as follows: 

First grade, single bitted axes, 
handled, $19 per doz.; unhandled, $15 
er doz.; double bitted axes, handled, 
24 per doz.; unhandled, $20 per doz.; 
second grade axes, single  bitted, 
handled, $17.50 per doz.; unhandled, 
14.50 r doz.; double bitted, han- 
died, $21 per doz.; unhandled, $18 per 
Oz. 


BOLTS AND NUTS.—Demand is not 
any better, and shading of prices is 
more pronounced. The situation in 
nuts and bolts seems to be that there 
is too much production, and the smaller 
makers are in dire need of orders, and 
are making very low prices to get 
them. It is said that $2.75 per 100-Ib. 
on structural rivets is fairly common. 
Rivets are quiet in demand. Discounts 
on nuts and bolts, and prices on rivets 
in large lots are as follows: 


Machine bolts, small, rolled 
threads, 60, 10 and 10 per cent off 
list. Machine bolts, all sizes, cut 
threads, 60 and 10 per cent off list 
Carriage bolts, % x 6 in.; Smaller 
and shorter, rolled threads, 60 and 
10 per cent off list. Carriage bolts, 
cut threads, all sizes, 60 per cent off 
list. Lag bolts, 65 and 10 per cent 
off list. Plow bolts, Nos. 1, 2 and 
3 heads, 50 and 10 per cent off list; 
other style heads, 50 per cent extra. 
Machine bolts, c.p.c. and t. nuts, % 
x 4 in., 50 and 10 per cent off list; 
larger and longer sizes, 50 and 10 per 
cent off list. Hot pressed square or 
hex. nuts, blank, 4.25c. off list. Hot 
pressed nuts, tapped, 4.25¢. off list. 
C.p.c. and t. square or hex. nuts, 
blank, 4c. off list; c.p.c. and t. square 
or hex. nuts, tapped, 4c. off list. 
Semi-finished hex. nuts: * in. and 
smaller, U. S. S., 80 and 5 per cent 
off list; 5@ in. and larger, U. S. S., 
75 and 5 per cent off list; small sizes. 
S. A. E., 80, 10 and 5 per cent off 
list; S. A. E., 54 in. and larger, 75, 
10 and 5 per cent off list. Stove bolts 
in packages, 75, 10 and 5 per cent off 
list. Stove bolts in bulk 7 10. 5 
and 2% per cent off list. Tire ,bolts, 
60 and 10 per cent off list. Bolt ends 
with hot pressed nuts, 60 and 5 per 
cent off list. Turnbuckles, with 
ends, % in. and smaller, 55 and 5 
to 50 per cent off list. Turnbuckles, 
without ends, % in. and smaller. 70 
and 10 to 65 and 5 per cent off list. 
Washers, 5c. to 5.25¢. off list. Cap 
and set screws; Milled square and 
hex. head cap screws, 70 per cent 
off list: milled set screws, 70 per cent 
off list: upset cap screws, 75 and 10 
per cent off list; upset set screws, 75 
and 19 ner cent off list: milled studs, 
50 and 10 per cent off list. Rivets: 
Large structural and_ shin _ rivets, 
base. per 100 Ib., $2.75 to $2.85; small 
rivets, 65 and 10 to 70 off list. 


IRON AND STEEL BARS.—New de- 
mand is quiet both for iron and steel 
bars, neither jobbers nor consumers 
buying more than actual needs require. 
Prices on steel bars in this market 
are holding firm, but there is some 
shading on iron bars. No imvrovement 
in demand is looked for until after the 
first of the year. 

We quote soft steel bars. rolled 
from billets, at 2.40c. base: bars for 
cold-finishing of screw stock analv- 
sis, $3 per ton over base: reinforcing 
bars, rolled from hillets. 2.40c. base: 


refined fron bars, 3.25c. base, in car- 
load lots or more, f.o.b. Pittsburgh. 


SHEETS.—Nothing of interest to re- 
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port this week. The new demand is 
fair, but most of the larger consumers 
are holding off placing orders, and are 
shading prices to get them. The 
regular price on 28-gage black sheets 
is 3.85 cents, but sales have been made 
at 3.75 cents, and perhaps slightly 
lower. Galvanized sheets are also 
being shaded about $2 per ton in some 
cases by a few of the small makers. 
Prices in carload lots are 3.85 cents 
for 28-gage black and 5 cents for 28- 
gage galvanized, but as noted above, 
some mills are quoting about $2 per 
ton less in some cases. 





Thinks It Is Fine 


“Hardware Age, 
“New York City. 
“Gentlemen: 

“Enclose check for two years 
subscription to the HARDWARE 
AGE. 


“I happened to get a copy a 
few days ago and I think it is fine 
and the very thing I have been 
looking for. 

“Yours very truly, 
“W. C. Edwards, 
“Saluda, S. C.” 











STEEL PIPE.—Demand seems to be 
steadily slowing down, especially for 
the larger sizes of pipe, the oil and 
gas companies doing very little 
development work. The activity in new 
building is keeping up the demand 
for small pipe. 
Black 
-oa$ BAS 
ie, EL 
Rh) . 11.60 
ons : .. 15.61 
eo me. ao Bie ii. ts. Pitts- 
burgh. 
TIN PLATE.—The makers of tin plate 
are assured of practically full oper- 
ations over the first half of next year. 
All the leading canners of food prod- 
ucts have placed heavy orders over the 
first half of the year, and at reported 
full prices to the large trade, these 
prices usually being slightly less than 
for the ordinary buyer. The price of 
tin plate in carloads and larger lots 
remains at $5.50 per base box at mill. 
Jobbers charge the usual advances for 
small lots from stock. 


WIRE PRODUCTS.—Demand for wire 
nails is only fair, but for field fence 
is reported as quite active. Prices are 
reasonably firm, but in certain sections 
of the country, are being slightly 
shaded. This is not confined to the 
mills alone, but is being done by some 
jobbers who have large stocks of nails 
bought at lower prices than are now 
ruling. 

Jobbers quote retail trade from 
stocks as follows: 

Wire nails, $3.40 to $3.50 base per 
keg; galvanized, 2-point cattle wire, 
$3.38 per spool; galvanized, 2-point 
hay wire, $3.63 per spool; galvanized, 
4-point cattle wire, $3.60 per spool; 
galvanized, 4-point hay wire, $3.90 
per spool; No. 9 annealed fence wire, 
$3.30 per 100 Ilb.; No. 9 galvanized 
fence wire, $3.90 per 100 lb.; woven 
wire fencing, 63 per cent off list. All 
the above prices on spools are for 
80-rod. 
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To Catch 


VANITY The Housewife’s Eye 
CAKE PANS Mond ta ata nse 


woman buyer in your store. 


VAN DUSEN PATTERNS We have made some wonderful improve- 


Steeles ite ments on the famous Van Dusen Cake Pan 
patterns, patents on which have expired— 
Edward Katzinger Co and now offer the hardware trade a line of 

. cake pans popularly priced and correctly 
made which has no equal for sales possibili- 
ties. If you want to put new life in your 
kitchen tinware line stock Vanity Cake 
Pans now and feature them. 


Vanity Cake Pans have the selling features 
which the housewife instantly recognizes. 
lh datoallt cca The raised bottom permits the knife to lie 


—e rad 


aay comarmc Ton PLAT OM won flat and cut the cake free evenly and 
smoothly. The slides are offset slightly to 

SQUARE VANITY PANS permit closer nesting. They fit snugly and 
Size Deser. Dozen prevent leakage of batter; they operate 


7%x7™%rx1% Without tube ‘ . ~ Me 
e% = 1% = 8% wiethend. tates easily. Stock Vanity Cake Pans for your 


1% x7%x 3% With tube ’ holiday trade. 


Pat. 





Stock These Fast Selling Pans Now— 
and Display Them 


i 


List per ; Slidex Cake Pans sell 
script. dozen like wildfire when dis- 
Without tube $4.50 q played. The cutting 
With tube 5.0 blades are thin, strong 
Without tube 5. and properly beveled. 
With tube . i They operate smoothly 
Wee tae and easily and cut the 
With tube 8. , free event 
Without tube 4.5 cake free evenly. 

In Two Styles 
No. 091—9 x 9 x 1%, 
No. 090—9” diameter, 1” 

deep. 

Straight sides make 
trimming for icing un- 
necessary. 

Include Slidex in your 


Cake Pan Order. r 


We also manufacture the most complete 
line of Tin Bread and Cake Pans on the 


market. Insist on Ekco Sanitary Pans 
































Deserip Py toy when ordering of your jobber. 


A 13%" Oblong $4.50 
9%x5%x3%” Oblong 5.65 


EDWARD KATZINGER C2 


\,_ CHICAGO, U.S.A. Eastern Office Bitidng Philadelphia, Pa. 
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Record Breaking Holiday Demands, 


but Dull Futures in Cincinnati 


(Cincinnati office of HARDWARE AGE) 

SPLENDID holiday trade is reported by Cincinnati 

A jobbers and dealers, and the past two weeks have 

been as busy as any this year. Jobbers’ sales dur- 

ing the month of November were also well ahead of the 

same month last year. Indications point to a record- 

breaking holiday business this year, and in automobile 

accessories particularly, the “Buy Something for Your 

Car” campaign conducted by the accessory jobbers, and 

stimulated by an accessories exhibition held last week, was 
prolific of results. 

Buying for the future has only been fair, and is being 
confined to those articles of merchandise on which prices 
for next year have already been announced. Jobbers 
report that some uncertainty is now present in the minds 


AXES.—Orders good; stocks fair; 
prices show no signs of either coming 


of the dealers with respect to prices, and this accounts 
for the reluctance to place orders for future shipment. 
Perhaps the unusual service dealers are receiving has 
had a great deal to do with their decision to buy only 
on a hand-to-mouth basis, but it is a fact that there 
seems little inclination on the part of the dealers to 
speculate, to put it mildly, in futures. 

Prices generally are steady, the only major change 
made during the past two weeks being a 12% per cent 
reduction in hammers and hatchets, and a reduction of 
10 cents per keg in wire nails. A few minor advances 
were recorded in the automobile accessory line, but these 
were so insignificant as to be unworthy of mention. Col- 
lections continue very good. 


of hand-to-mouth variety. Prices show fluctuate, but are substantially as be- 


down or advancing. 


AMMUNITION. — Orders continue to 
come in well; sales have been heavy, 
particularly in cities and the smaller 
towns; prices steady. 

ALARM CLOCKS.—Back orders being 
filled by allotment as shipments come 
through; demand still heavy; prices 
firm; stocks low. 


AUTOMOBILE ACCESSORIES. — 
Christmas buying very heavy, particu- 
larly in those goods done up in at- 
tractive holiday packages. The usual 
run of winter goods also moving in 
good volume, though orders generally 


a tendency to advance, and some minor low. 


changes have been made upward. 


We quote from Cincinnati jobbers’ 
stocks: 

Spark Plugs.—Champion X, 45c. 
each; in lots of 100, 43c. each. 

Weed, Rid-O-Skid and Deluxe 
Chains.—25 per cent off; in lots of 
12 sets, 3314 off; in lots of 50 sets, 
40 off. 

Spotlights. — Delta, No. 20, $2.75 
each; in lots of 12, $2.60 each; Delta 
No. 24, $2.10 each; lots of 12, $2 
each; Delta No. 25, $2.70 each; in lots 
of 12, $2.60 each; New Delta Model 
No. 65, $4.25 each; in lots of 12, 
$3.90 each. 


BOLTS AND NUTS.—The market is 
very weak, and demand is light. Deal- 
ers report their sales better than Oc- 
tober, however. Prices are inclined to 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, small sizes, 50 
and 10 off; large sizes, 45 and 10 off; 
carriage bolts, small, 45 and 10 off; 
large, 40, 10 and 5 off; stove bolts, 
70 and 10 off; semi-finished nuts, %- 
in. and smaller, 75 off; larger sizes, 
65 off. 

BUILDERS’ HARDWARE. — A let-up 
in demand has been noticed, but in part 
to jurisdictional disputes among unions 
holding up building operations on large 
projects. However, this has been ironed 
out by the formation of a new carpen- 
ters’ union, pledged to respect the au- 
thority of the Board of Jurisdictional 
Awards of the American Federation of 
Labor, and which became operative in 


HUE! CUANLEUUN NANT 


The Most Valuable Assistant 


“Hardware Age 
“New York, N. Y. 


“Gentlemen: 


“Nov. 14, 1923. 


' 


“I. am enclosing herewith check covering two years subscr:ption to your 


init! 


sUNNEDUONNETENNTTNNHtY 


plans. 


most excellent journal, to which I have been a subscriber for more years 
than I can remember. I regard it as the most valuable assistant I could get 
in my business as it is replete with new ideas and live suggestions in 
every issue. It is not possible to use all of these in my locality but each one 
of them gives ideas which can be used to advantage in working out business 


“IT wish to also express my appreciation of the consistent improvement 


which is apparent in the quality of the journal. 


I would not have thought 


it possible a few years since for to have made as much improvement as you 
have done. I appreciate the directory and can say that it is one of the most 
valuable pieces of trade literature that has ever found its wav to my desk. 
Its use has enabled me to secure business in many instances which otherwise 
would not have been possible for lack of proper information; it serves a double 


matters right up to date. 


MOM o AT 


SUqgMyMNNNN HNL ENTE 


purpose as it gives the house a reputation of being fully posted on all trade 


“Very truly yours, 


“L. N. Hoover, 
“Milroy, Pa.” 
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The live hardware 
dealer says: 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 


Cambridge, Mass. 


The largest hose manu- 
facturers in the world. 
Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of garden hose. 
Also makers of GOOD 
LUCK Jar Rings. 

















“The Postman Left This Card 


‘*It’s from a friend traveling in the South. 
It begins as usual, “Wish you were here. 
You could sell your 9&8ths hose all the year 
round’. 


**Well, I sell it all the year round right 
here. Water is good for lots of things 
other than making grass grow. 


6 


washing pavements and porches and 
motor cars and mixing concrete and clean- 
ing garages. Whenever water has to be 
brought to a certain place people need gar- 
den hose to get it there. ’’ 
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Both Hot Air and Hot Water 
Heating Systems Used , 


Automatic Ventilation. Moisture 
and Heating Regulation. RELIABLE 
dealers find the Reliable Incubators 
most satisfactory and profitable to 
sell for several reasons: 1: Our com- 
plete line of various sizes, both heat- 
ing systems, to meet every need. 2: 
Best materials, construction and 
workmanship. 3: Ease of operation 
and possessing every convenience of 
modern incubation. 4: Maintains a 
positive uniformity of temperature 
with a constant even circulation of 
pure, fresh air. 5: Correct heating and 
hatching temperature and moisture 
| in all climates. 6: Double enclosure 

‘ heating system utilizes heat from 
lamp in two ways—an absolute guar- 
antee against sudden chills. 7: Has 
an abundant nursery space. 


* RELIABLE Stan 
Blue Flame Hover 


The Leader of them all. A wick- 
less, oil heated Colony Hover. 1924 
pattern made to meet 
every demand of poul- 
trymen—largeorsmall, 
Fully explained in the 
Reliable Sales book, 
An unusual seller. 


RELIABLE 
Standard 
Coal 
Burner 
Colony 
Brooder 


using our own brooder stove with im- 
proved feed pouch, increasing coal capa- 
city. Burns both hard and soft coal with 
equal success. Accurate and dependable 
heating regulation. Self cleaning. No 
clogging. Self ventilating canopy, main- 
taining pure, fresh, warm air, insuring 
healthy chicks. The Dealer’s Favorite. 
Our RELIABLE Incuba- 
tors, Brooders, Hovers, Poul- 
try Appliances and Fix- 
tures are backed by our 

positive guarantee. 
43 years at it 
Write tonight for the 
RELIABLE Sales Book, 
Dealer Terms and Prices. 
Your salesmen will be 
greatly helped by our 

literature. 4 


A F Reviabie IhcusaToR & BROODER 7} an 
& J 2808 Chestn: 


Brooder 
Stove 





ut St. QUINCY, ILL, U.S.A. + 
Reliable Because right 
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Cincinnati by the formation last week 
of a new carpenters’ local, the members 
of which have already returned to work 
on a number of large buildings. Prices 
of builders’ hardware are unchanged 
from last report. 


CUTLERY.—Holiday sales have been 
heavy; Christmas buying going along at 
a good rate; stocks in fair shape; prices 
steady. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Sales continue fair; prices 
steady. 


We quote from Cincinnati jobbers 
stocks; 28-gage, 5-in. eaves trough, 
$4.75 per 100 ft.; 28-gage, 3-in. cor- 
rugated conductor pipe, $5 per 100 
ft.; 3-in. corrugated conductor el- 
bows, $1.75 per doz. 


ELECTRICAL MERCHANDISE. — 
Holiday buying has been extremely 
good, and is continuing strong; prices 
strong; stocks adequate. 
GALVANIZED WARE.—No price 
changes contemplated; current sales 
fair; stocks good. 

We quote from Cincinnati jobbers’ 

stocks: 
$5 doz.; 


Galvanized Tubs.—No. 0, 

No. 1, $6.15 doz.; No. 2, $6.90 doz.; 
No. 3, 98.45 doz. 

Galvanized Palls.—10-qt. ey doz. ; 
12-qt., $2.55 doz.; 14-qt., $2.85 doz.; 
16-qt., $3.40 doz. ; 

Garbage Cans.—Witt No. 1 with lid, 
$3.75 each; No. 2 with lid, $4.35 each; 
No. 3, $5 each; Witt pails, with lids, 
No. 7, $1.60 each; No. 8, 91.80 each; 
No. 9, $1.95 each. 


GLASS (WINDOW).—Sales dropping 
off slightly, but volume still satisfac- 
tory; stocks fair; prices unchanged. 

We quote from Cincinnati jobbers’ 
stocks: Single and double strength 
A, first three brackets, 86 per cent 
discount; over first three brackets, 
84 per cent discount; double strength 
A, 85 per cent discount; double 
strength B, 87 per cent discount. 


HANDLES.—Hickory handles moving 
well despite recent advances, and some 
orders have been placed for spring de- 
livery; prices strong. 


We quote from Cincinnati jobbers’ 
stocks: Hay fork handles, 5% ft. 
straight, $3.35 doz.; 6 ft. straight, 
$4.35 doz.: 7 ft. straight, $6.50 doz.; 5 
ft. bent, $3.35 doz.; 5% ft. bemt, $3.95 
doz.; 6 ft. bent, $5.00 doz.; Long 
manure forks, 92.85 doz.; D-shovel 
handles, $6.00 doz.; D-shape handles, 
$5.85 doz. 


ICE SKATES.—Holiday buying in fair 
volume, but cold weather needed to 
stimulate demand; stocks adequate; 
prices firm. 

We quote from Cincinnati jobbers’ 
stocks: Common ice skates, 85c. pr.; 
nickel plated, $1.35 pr.; nickel plated, 
hardened runner, $2.10 pr.; hockey, 
$1.70 pr.; ladies’ skates, $1.13 pr. 


LANTERNS.—Fall orders have been 
as good as expected; some future orders 
have been booked; stocks good; prices 
unchanged. 

We quote from Cincinnati jobbers’ 
stocks: Supreme, No. 210, $7.75 doz.; 
Supreme, No. 240, $12.75 doz.; 130 
Midget Vehicle lantern, red lens, iron 
clamp, enameled, B. E. lens, $917 doz.; 
167 Supreme, $12.75 doz.; 100 Supreme 
Electric $15 doz.; Monarch, $8 doz.; 
Monarch, ruby glow, $10 doz.; D-Lite, 
$13 doz.; Little Wizard, $8.50 doz.; 
Blizzard, No. 2, $13 doz.; Blizzard, 
brass fount and top, $18 doz.; Buck- 
eye Dash, 914 doz.; Railroad, No. 39, 
$15 doz. 


LAWN MOWERS.—Orders continue to 
come in for spring delivery; sales have 
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been very good during the past fort- 
night; prices strong. 

NAILS.—A reduction of 10 cents per 
keg has been made in wire nails. Orders 
are good, and stocks in fair shape. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.50 per 
keg base; cement coated nails, $3.20 
per keg base. 


PAINTS AND OILS.—For the fifth 
consecutive week, prices are unchanged, 
an unusual circumstance in linseed and 
turpentine; orders good; stocks suffi- 
cient for all needs. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.90 per gal.; linseed oil, 98c. per 
gal.; turpentine, $1.03 per gal., white 
and red lead, 14%c. per Ib. 


SASH CORD.— Prices strong; sales 
good; stocks fair. 


We quote from Cincinnati jobbers’ 
stocks: Better grades, 80c. : 
cheaper grades, 45c. Ib. 


SASH WEIGHTS. — Demand fair; 
stocks good; strength of pig iron mar- 
ket presages advance in price. 


We quote from Cincinnati jobbers’ 
stocks: Cast iron sash _ = weights, 
$2.50 per 100 Ibs. 


SCREWS.—Market unsteady; demand 
only fair. 


We quote from Cincinnati jobbers’ 
stocks: Machine screws, 6634 off; 
coach screws, 40, 10 and 5 off; cap 
oy a screws, 70 off; wood screws, 

off. 


STOVE PIPE.—Demand for (fill-in 
good; shipments heavy; prices strong. 


-We quote from Cincinnati jobbers’ 
stocks: 29-gage, 6-in. knockdown, 
blued pipe, $14.50 per 100 joints; 28- 
gage, 6-in. $15.25 per 100 joints; 6-in. 
elbows, 29-gage, blued, $1.40 doz.; 
polished, $2.10 doz. 


TOYS.—Christmas buying very heavy; 
dealers report good sales; jobbers’ 
stocks badly depleted. 


WIRE CLOTH.—Some future orders 
reported being placed at concessions by 
some jobbers. Market fairly steady; 
stocks good. 


We quote from Cincinnati jobbers’ 
stocks: Black painted, 12-mesh, $2.00 
per P sq. ft.; opal, $2.65 per 100 
sq. ft. 


WEATHERSTRIP. — Demand strong; 
stocks in good shape; prices firm. 


We quote from Cincinnati jobbers’ 
stocks: Wood edge, No. 0, and No. 
1, $14.25 per 1000 ft.; No. 114, $20 per 
1000 ft.; No. 2, $23.00 per 1000 ft.; No. 
7, 933.75 per 1000 ft.; felt edge, No.’s 
60 and 61, $17 per 1000 ft.; No. 61%, 
WR per 1000 ft.; No. 62, $27.50 per 

No. 65, $40.50 per 1000 ft.; 
all rubber, No. 9 W per 100 ft.; No. 
1 _ per 100 ft.; No. 11, $3.50 per 


WRENCHES.—Sales fair, stocks good; 
prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Agricultural wrenches, 60 
off; Coes wrenches, 40 and 10 off; 
Stillson, 60 off; Trimo, 60 off; Snap- 
on Wrenches, No. 101 Master Service 
sets, $15.25 each; No. 202, heavy duty 
sets, $8 each; No. 404 Universal sock- 
et sets, $7 each; No. 505B, screw- 
driver sets, 93.40 each; less 40 per 
cent on all Snap-on wrenches, f.o.b. 
Milwaukee. 


WHEELBARROWS.—No letup in de- 
mand; shipments better; stocks now in 


fair shape; prices unchanged. 

We quote from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, steel 
trays, $3.85 each; better grade, $5.10 
each; contractor’s barrows, 5.40 
each; concrete barrows, $5.90 each. 
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American Screw Co. — 
PROVIDENCE , RI, 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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Twin Cities Report Good Spring Orders 


—Current Seasonal Demands Active 


(Minneapolis office of HARDWARE AGE) 
ETAIL dealers report a better demand for practi- 
R cally all lines of merchandise during the past 
week. More seasonable weather has helped mate- 


rially to stimulate business. 


Jobbers report that there is a good volume of business 
being taken for spring delivery on many lines, but that 
the present buying is of an “as needed” character, as is 


ASH SIFTERS.—Fairly steady de- 
mand; prices as last quoted. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Square wood sift- 


ers, $3.75 per doz.; round metallic, 
$4 per doz.; wood barrel, $12 per doz. 


AXES.—While there has been a de- 
cline in prices on hammers and hat- 
chets, jobbers report no sign of any 
change in prices on axes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit base 
weights, $19 per doz. 

BALE TIES.— Sales continue fairly 
satisfactory; prices show no change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties, 65-10 per cent from list. 

BOLTS.—Demand for bolts continue 
rather dull; price shading noted to se- 
cure large orders; jobbers’ stocks good. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts 
all sizes, 40-10 per cent; machine 
bolts, all sizes, 50 per cent; stove 
bolts, 70 per cent; lag screws, 50-19 
per cent. 

BRADS.—Sales good for this time of 
year; jobbers’ stocks good; prices firm. 

We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Wire brads in 
25-lb., boxes, 70-10 per cent. 

BUILDERS’ HARDWARE.—There con- 
tinues to be a very good demand in all 
lines of builders’ hardware for this late 
in the season. Some minor declines in 
some lines have been noted. 

COAL HODS.—Sales continue good al- 
though lighter than earlier in the fall; 
prices stationary. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: .17-in. open jap- 
anned, $3.75; 18-in., $4.25: 17-in. fun- 
nel japanned. $4.80: 18-in., $5.25; 
17-in. onen galvanized, $5.30: 18-in., 
$5.80; 17-in. funnel galvanized, $6.65; 
18-in., $7.10 per doz. 

EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Fairly vood demand 


for this line, although late in season; 


prices firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Faves trough, 


lap joint, single bead, 5-in., $5.25 per 
100 ft.; 3-in., 28-gage conductor pipe, 
$5.40 per 100 ft.; 3-in. conductor 
elbows, $1.73 per doz. 
FILES.—Sales of average 
stocks ample; prices steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade files, 
50-10 per cent; second grade files, 
60-10 per cent from standard lists. 
GALVANIZED WARE.—Fairly steady 
demand, although not of large volume; 
prices unchanged. 
We quote froth jobbers’ stocks, 
f.o.b. Twin Cities: ialvanized tubs, 
standard, No. 1, $6.85; No. 2, $7.75; 


volume; 


usual at the close of each year in the dealer’s effort to 
keep inventory stocks as low as possible. 

Retail dealers report a nice volume of business in lines 
such as roasters, cutlery, etc., used at Thanksgiving time. 


There is also a very good demand for radio equipment 


No. 3, $8.95; heavy galvanized No. 1 
$12; No. 2, $13.25; No. 3, $14.05 per 
doz.; galvanized pails, 10-qt., $2.55; 
12-qt., $2.90; 14-qt., $3.20; 16-qt. stock 
pails. $4.50; 18-qt., $5.20 per doz. 


GLASS AND PUTTY.—Retail demand 
continues very active, as this is the 
peak of the retail dealers’ season; 
stocks good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single strength 
glass, 82 per cent; double strengtn 
glass, 84 per cent; 50-lb. drums of 
putty, $5 cwt.; 25-lb. drums, $5.20 
cwt. 


HAMMERS AND HATCHES.—The de- 
cline in prices of hammers and hatchets 
mentioned in other sections have be- 
come effective in the Twin Cities terri- 
tory. 

LANTERNS.—Sales of good volume; 
stocks in good condition; prices steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz lanterns, 
long or short globe, $13.50 per doz.; 
Embury lanterns, No. 210, $7.75 per 
doz.: No. 240, $12.75 per doz.; No. 
130 Midget vehicle lanterns, $17 per 

doz. 
NAILS.—Sales continue satisfactory, 
season of year considered. Some talk 
of slight concessions in prices in other 
localities. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities. Standard wire 
nails, $4.10 per keg, base; cement 
coated nails, $3.60 per keg, base. 

OIL HEATERS.—Fairly good demand 
for oil, heaters, although the heavy de- 
mand for the season is no doubt over; 
prices firm. 

We quote from _ jobbers’ stocks. 
f.o.b. Twin Cities: Japanned polished 
steel, 3-qt., capacity, $3.50 each; 
nickel polished steel, 4-qt. capacity, 
$5.40 each. 

PYREX OVEN WARE.—Sales show- 
ing steady increase during pre-holiday 
season; good demand is expected until 
at least the end of the year; prices 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pyrex oven ware; 
No. 101 casseroles, $1.33 each: No. 
197 casseroles, $1.17 each; No. 202 pie 
plates, 50c.; No. 210 pie plates. 67c.: 
No. 212 bread pans, 60c. No. 231 
utility pans, 67c.; No. 12 teapots, 2- 
cup, $1.67 each; No. 24, 4-cup, $2 
each; No. 36, 6-cup, $2.33 each. 

REGISTERS.—Sales continue active; 
stocks fair; prices stiff. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast steel regis- 
ters, 3314 per cent.from lists. 

ROPE.—Not very active; stocks good; 
prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades manila 
rope, 17% c. per Ib. base: best grades 
sisal rope, 16%c. per Ib. base. 


Reading matter continued on page 


and accessories and a decided improvement in sales is 
noted each week. 
chains, heaters, radiator covers, etc., have been very good. 


Sales of auto accessories, such as tire 


SANDPAPER.—Sales only fair. Large 
users placing some orders for early 
spring delivery; prices unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 
1 per ream, $6.50; Second grade No. 
1 per ream, $5.85; Garnet No. 1, 
$16.50 per ream. 


SCREWS.—Retail demand rather small. 
Some large users placing orders for 
later delivery during the early spring; 
stocks good; prices show no change. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-5 per cent; round head 
blued screws, 72% per cent; flat head 
apanned, 67% per cent; flat head 
rass screws, 70 per cent; round 
head brass, 67% per cent. 


SKATES.—Dealers are getitng stocks 
ready for demand, which will come with 
the first real cold snap; prices un- 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Men’s No. 1624 
skates, 80c. per pair; 1624%, $1.15 
per pair; 524%, $1.21 per pair. Ladies’ 
No. 56241%, $1.06 per pair; Nestor 
Johnson hockey, plain, $7.50 per 
pair; nickel plated, $8.50 per pair. 

SNOW SHOVELS AND SIDEWALK 
SCRAPERS.—While there has been a 
slight demand in the extreme northern 
portions of this territory, weather con- 
ditions in general have held off sales of 
this line. Prices stiff. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Good grade scrap- 
ers, $4.75 per doz.; straight handle 
wood, $4.85; straight handle _ steel 
blade, $5.25; galvanized steel blade D 
handle, $12 per doz. 

SOLDER.—Demand quite good, es- 
pecially on such grades as are used 
in radiator repair shops; stocks good; 
prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed half 
and half solder, 30 cents per Ib. 

STEEL SHEETS.—Market very quiet 
with jobbers stocked as heavily as de- 
sired; prices shaded for large orders. 

We uote from jobbers’ stocks, 
f.o.b. win Cities: 28-gage galva- 
nized steel sheets $6 per cwt.; 
28-gage black steel sheets, $4.80 per 
cwt. 

STEEL TRAPS.—Steadily increasing 
demand in the trapping districts; stocks 
good; prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor No. 90, 
$1.65; No. 1, $2; No. 1%, $3.05; No. 

2, $3.97; Newhouse Oneida Jump, No. 
0, $2.07; No. 1, $2.38; No. 1%, $3.48 


STOVE GOODS.—Still a good demand; 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Stove boards, 
crystallized, 28 x 28, $16.15: 30 x 
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New York Wire Cloth Co. 


342 Madison Ave. New York 
Works: York, Pa. 
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Merry Xmas! | 


A little previous, perhaps, but 
not too soon to be getting 
ready. Display the Ace 
prominently around Christ- 
mas time, and enjoy a re- 
markably fast turnover with 
this little instrument-gift. 
Hundreds of letters received 
from enthusiastic users in- 
variably contain orders from 
a second and a third for use 
as gifts to their friends. This 
is only natural, as the Ace 
makes an ideal present— 
handy, novel, and always use- 
ful. Christmas orders 
wrapped in holly paper if 
requested, 


ACE HARDWARE 
MFG. CORP. 


Philadelphia 


Chicago San ee 











Knife Sharpener 
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30, $18.70; 36 x 36, $23.65; stove pipe, 
uniform blued, 28-gage, 6-in., knock- 
down, $14.60 per 100 joints; common 
$-in. corrugated elbows, $1.35 per 
doz.; 6-in. adjustable charcoal iron 
elbows, $1.95 per doz.; dampers, cast 
iron, wood or coil handles, $1.40 per 
doz.; stove shovels, 14%-in., ja- 
peapes. 60c. per doz.; 21%-in., Jum- 
0, japanned, $1.55 per doz.; Jumbo, 
Jr., 90c. per doz. 


TACKS.—Sales fairly good; stocks 
good; prices stiff. 

We quote from jobhers’ stocks, 
f.o.b. Twin Cities; 8-0z. American 
cut, 82c.; 8-oz. tinned carpet, 96c.; 
8-oz. blued carpet, 82c.; No. 11, 
double pointed, 38c. 

TIN PLATE.—Sales from the retail 
hardware dealers’ standpoint fairly 
good; manufacturers, however, are sold 
up because of heavy demand from can- 
neries; prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities; Tin plate, furnace 
coke, ICL, 20 x 28, $16.50 per box; 
roofing tin, IC, 20 x 28, 8 lb. coating, 
$15 per box. 

WEATHERSTRIPS.—Dealers pushing 
this line are getting a fairly good 
volume of business; prices unchanged. 


We quote from jobbers’ stocks, 
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f.o.b. Twin Cities: % and % wood 
and felt, $1.85 per 100 ft.; 1-in., $2.60 
per 100 ft. 


WHEELBARROWS.—Average demand 
in manufacturing districts and large 
centers, and very little in the country 
territory. Prices stationary. 


We quote from jobbers’ stocks, 
f.ob. Twin Cities: Wood stave bar- 
rows, fully bolted, $37.50 per doz. 
Tubular steel, No. 1, $6.75 each; 
wood garden barrows, $6.25 each. 


WIRE. — Demand continues rather 
quiet; stocks good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed wire 
painted cattle, 80-rod spools, $3.70; 
galvanized cattle, $3.97; painted hog- 
wire, $3.96; galvanize hog-wire, 
4.25; smooth black annealed No. 9, 
4 per cwt.; smooth galvanized an- 
nealed, $4.45 per cwt. 


WRENCHES.—Sales of good volume; 
stocks good; prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60 per cent; Coes wrenches, 
40-10 per cent; engineers’ wrenches, 
25 per cent; knife handle wrenches, 
40-10; Stillson, 60-10; Trimo, 60-74%; 
Snap-on wrenches in sets, Master 
Service No. 101, $15.25; No. 202, $8; 
No. 404, $7; No. 505B, $3.40; less 40 
per cent, f.o.b. Milwaukee. 
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Special Railroad Fare for 


Kansas City Convention 


The secretary of the Western Retail 
Implement and Hardware Association 
has received notice from the passenger 
associations that a rate of one and one- 
half fare on the certificate plan will be 
granted for the convention of that asso- 
ciation, to be held in Kansas City, Jan. 
15, 16, 17, 1924, from points in Colo- 
rado, lowa, Nebraska, Illinois, Kansas, 
Missouri and Oklahoma. The certifi- 
cates which show the purchase of tickets 
on Jan. 11 to 17, inclusive, when vali- 
dated, will be honored for return ticket 
at one-half fare if presented not later 
than Jan. 21, 1924. All certificates will 
have to be presented at the secretary’s 
desk in the Coates House lobby for 
validation. 


H. C. White Co. Makes 500,000 
Kiddie Vehicles in 1923 


More than 500,000 kiddie kars and 
kiddie vehicles were manufactured dur- 
ing the present year by the H. C. White 
Co., Bennington, Vt., according to sta- 
tistics presented at the recent annual 
dinner of the company. 

It was stated at the dinner that ship- 
ments up to the end of October ex- 
ceeded the full twelve months’ ship- 
ments of any previous year, and that 
it was expected that by Dec. 31 the best 
previous record will have been broken 
by over 20 per cent. 


Wooster Employees’ Minstrel 
Show 


Over 300 employees, their families 
and friends attended a minstrel show 
of The Wooster Brush Co., Wooster, 
Ohio, held Nov. 16, in Miller’s Audi- 
torium. The entire cast was made up 





from employees of the company. Re- 
freshments and dancing followed, 
music being furnished by the Foss-Set 
Orchestra. 


Cincinnati Electric Dealers 
Pool Funds for Xmas 


Advertising 


The members of the Electric Club of 
Cincinnati, Ohio, have decided to pool 
all the advertising of the members for 
the Christmas season into a fund for 
promoting an electrical Christmas. The 
advertising will be placed in the Cin- 
cinnati papers, and every day some new 
electrical device for a Christmas pres- 
ent will be featured. 


Lamson Addresses New England 
Dealers 


Arthur C. Lamson, Marlboro, Mass., 
retail hardware, spoke on store man- 
agement at a recent get-together of 
the New England Hardware Dealers’ 
Association and the Hardware Asso- 
ciates in Springfield. 


Cincinnati Save the Surface 
Committee 


The personnel of the Save the Sur- 
face Committee for 1924, of the Cin- 
cinnati Paint, Oil and Varnish Club 
has recently been announced by Wil- 
liam A. Dail, president, as follows: | 

R. Fee Johnston, chairman, Presi- 
dent R. F. Johnston Paint Co.; C. 
Edgar Wilson, treasurer, Wilson Paint 
Company; John D. Swift, president, 
Eagle-Picher Lead Company; C. 
Beschorman, National Lead Co.; 
George C. Wuenker, Charles Moser 
Company. 











